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You swamped 


WE ASKED YOU to give us a good, short, descriptive name 
for MULTI-STRAND wire screening. Your response was 
overwhelming! 








Take a look at the photograph above! That gives you a 
faint idea of the multitude of names we received. Some- 
where in that picture is your own entry! 


The contest judges, now “screening” the entries, are hav- 
ing a very difficult time deciding who will win the first 
prize—a $500 Victory Bond (now a Savings Bond) for 
the best name submitted. They’ve got to decide on all the 
other prizes, too—16 of them—totaling $750 in bonds. 


NEW YORK WIRE 
500 Fifth Avenue 





By ey. 6 



















us with names! 


The race is being run right down to the “wire”. 


The judges’ difficulty reflects the great amount of tnought 
and effort you put forth in studying the MULTI-STRAND 
special, re-enforced, measured EDGE—and learning how 
it gives extra strength where needed most. Evidently, the 
features of this edge made quite an impression on you. 
No matter who wins, we want you all to know that we 
are grateful for your interest and help. 

Watch the June issue of this publication for announcement 
of contest winners. At least seventeen lucky people «re 
going to share $1250 in bonds. You may be one of them! 


CLOTH COMPANY 
New York 18, N. Y. 





PUBLI: 
139 N 
Telep! 
IN 0° 
New 
Algon 
Ave., 
Stuart 
Perdic 
phone 
subsc: 
State 
All o 
Posta’ 
cents, 
Numk 
prior 
$1 ex 
old « 


NOTE 
notic« 
of the 


Cor 









g 
a 
3 
{ 


AeA Kaiek a Sahat 





- 


ught 
ND 
how 
_ the 


t we 


dent 
. are 
em! 








HERBERT A. VANCE 
Editor and Publisher 


WILLIAM E. VANCE 
General Manager 


WILLIAM S. MILBURN 
Managing Editor 


B. H. WAMBOLT 
Field Editor 


BARBARA FERRY 
Associate Editor 


R. Y. KERR 
Washington Editor 


L. MorGAN YosT, AIA 
Associate Editor 


RICHARD W. DOUGLASS 
Associate Editor 


J. R. HANNON 
Circulation Manager 


W. G. SIMPSON 
Advertising Manager 


J. P. AUSTIN 
Western Manager 


E. W. CHAPMAN 
Eastern Representative 


G. BERT FOSTER 
Southern Manager 


L. J. POHLMANN 
Mid-West Representative 


J. G. PRAED 
Director of Field Service 


. 


Member 
ABE) Audit Bureau 
of Circulations 


PUBLISHED EVERY OTHER WEEK at 
139 North Clark St., Chicago 2, Ill. 
Telephone Central 1281 @ OFFICES 
IN OTHER CITIES: 175 Fifth Ave., 
New York 10, N. Y., Telephone 
Algonquin 4-1145 @ 3901 Cathedral 
Ave., Washington 16, D. C. @ 4463 
Stuart Bldg., Seattle, Wash. @ 822 
Perdido St., New Orleans 12, La., Tele- 
phone Canal 2604 @ Terms of annual 
subscription, postage paid: United 
States, Canada, and Mexico, $3. 
All other countries in the Universal 
Postal Union, $6. Single copies, 25 
cents, except Reference and Directory 
Number which is $1. Copies of issues 
prior to the current year, if available, 
$1 each. In changing address, give 
old as well as new address. 


NOTE: All subscribers receive a MAIL 
notice, from the publishers, in advance 
of the expiration of their subscriptions. 


Copyright 1946 by American Lumberman 


tx: 





LUMBERMAN. Published every other week by The 


American 
_fubernuou 


Contents for MAY 11, 1946 


ooo s cuss ue Gee ee ec eee ee Pea eae 7 
Letters to the Editors... eee erro Tar rT Serr eee, 
Editorial .... ee Pere eee Toe 53 
Building Industry ‘Steps ee EN ee 55 
University of Washington Offers !ntensive Refresher Training 
SUNT CII... sdb wince de ta canal aemenen 57 
Booming Black Market Undermines Industry's Public Relations. 58 
he ig ae ee tated yh cA Ge Se ao a 60 
Remodeling for Greater Efficiency............................ 66 
Government Policies Assailed at Annual Texas Dealer Meeting.... 69 
FHA Eases Loan Requirement to Speed Additional 7" Units 72 
Merchandising Clinic ..... m4 76 
What's New?—Products, Literature, Sales Aids................. 79 
Washington Calendar ...................................... 87 
Lumber Market Analysis... . . OUR Ae te eee ee 
Names in the News. . . shies. Wie WO Seite Se eee 95 
Index to Advertisers, ee, 102 


Aighlighte OF THE ISSUE 


Cooperation was the key word at the recent Chicago meeting of 
representatives of retailers and manufacturers. The aim of the 
group is to form an integrated light construction industry with a 
closely coordinated manufacturer and dealer program. On page 55 
is the story of the meeting outlining the plans of the group and 
including highlights from many of the talks . . . For veterans who 
are returning to retail building material yards many universities, 
under the sponsorship of various retail associations, are offering 
short refresher courses in retail lumber yard work. One of these 
is the University of Washington. On page 57 is a discussion of the 
intensive refresher training course which lasts four weeks and in- 
cludes such classes as lumber arithmetic, lumber species, grading, 
merchandising, hardware, paint, etc. .. . For years glass has been 
a sideline with many dealers. Today, through the use of more 
effective displays, this versatile product is proving to be one of 
the most popular items the dealer sells. The various ways glass 
can be used in building new homes and in remodeling, along with 
suggestions for display and storage are discussed in he article on 
page 60... Legitimate lumbermen across the country are becom- 
ing more and more riled every day over the unfair black market 
publicity which points to them as the culprits. The fact that this 
is not true, that the whole industry is not going black market, has 
been emphasized by letters received from manufacturers and deal- 
ers who are determined to fight the black market, and who feel 
the wrong kind of publicity is chalking up black marks against 
the industry. On page 58 is an article based on the numerous let- 
ters which have come to the magazine from these legitimate lum- 
bermen . .. There’s more than one way to satisfy customers who 
are clamoring for lumber. And one of the most novel methods 
was used by an Illinois dealer, who at the same time remodeled 
his yard. On page 66 is an article describing how the dealer en- 
larged his yard and by rebuilding storage sheds and a warehouse 
with asbestos siding had a quantity of good used lumber which he 
was able to sell. 
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WE ALSO WHOLESALE: Hemlock - Douglas Fir » Sitka When making inquiry, 


Spruce - Ponderosa Pine and other West Coast Woods please address all 
correspondence to our 


Kansas City offices. 


Ralph L. Smith Lumber Co. 


Manufacturers and Wholesalers’ e 1635 Dierks Bldg., Kansas City 6, Mo., Victor 4143 


Member of Western Pine Ass’n, National Wooden Box Ass’n, Pondérosa Pine Woodwork, National-American Whole- 
sale Lumber Assn. 
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PRODUCTION OUTLOOK 
41 to 200 percent step-up 
necessary in vital items 

Production of major construction 
materials showed a better than sea- 
sonal gain in March, the Depart- 
ment of Commerce reported. 

Otherwise, the department’s re- 
port was sober, often pessimistic. 

Prices of construction materials 
were higher in February than at 
any time since 1920. 

If 1946 construction require- 
ments are met, stated the report, 
increases of from 41 percent to 200 
percent in production must be 
achieved, above first quarter out- 
put in six major materials—brick, 
structural clay tile, clay sewer pipe, 
cast iron soil pipe, concrete build- 
ing block and cast iron radiation. 

Below is the construction ma- 
terials picture as reported by the 
department. 

STEEL—March production 84 
percent capacity, highest since V-J 
Day. Sheet and strip in short sup- 
ply, will become more critical as 
coal strike continues. 

LUMBER—February production 
10 percent above January. 

MILLWORK—Unfilled orders far 
exceed production, which is han- 





IMPORTANT DEVELOPMENTS were brewing beneath the sur- 
face. Rumors of a plywood strike in CIO mills on the West Coast 
filtered eastward. The strike, if called, might strangle all West 
Coast lumber production due to lack of logs from CIO camps. 
Unconfirmed reports had CIO demanding a 12!/2 cent raise; oper- 
ators were offering 31/2 cents to bring labor up to 18!/2 cents, the 
national level. Reports from Washington revealed a lot of talk, 
little action. House and Senate committees were still at odds over 
the Housing Bill. Senate conferees offered to pare subsidy pay- 
ments from 600 to 400 million, but the House members, who reject 
all subsidy proposals, said no. Constituents continued to snow 
under their congressmen with OPA mail. Name calling over price 
control was unabated. “Damn the men who look back,” declared 
Price Administrator Porter in denouncing business groups which, 
he said, “wreck the economy” to ‘‘gamble for a short-wave specu- 
lative jackpot.’ New England, traditionally law-abiding, heard a 
disquieting report about its own economy. Black marketeers were 
devastating New Hampshire forests so badly that the last few 
merchantable stands of timber were being cut. New Hampshire’s 
Gov. Dale was worried because his state’s total economy was 
being wrecked by lumber bootleggers after a jackpot. Shortage 
of materials continued to plague all segments of the industry. If 
1946 construction requirements are to be met, the production of 
six major materials must be stepped up 41 to 200 percent above 
the first quarter, reported the Department of Commerce. (See 
‘Production Outlook’’ on this page.) Builders complained that 
veterans’ priorities were becoming meaningless. Slow down HH 
(veterans) priorities, they advised the National Housing Adminis- 
tration, so supply can catch up with demand. Lumber dealers 
wondered when controls would loosen so production could catch 
up with demand. 








dicapped by materials shortages. 
HARDWOOD FLOORING—Un- 
filled orders equal six to 10 months 


output at current rates. 


























SOFTWOOD PLYWOOD—Pro- 
duction continues inadequate be- 
cause of log shortages. 

CLAY PRODUCTS—Production 
declined for all clay products in 
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INFLATION has increased the cost of medium-priced homes ($6,000-$12,000) an average 65.1 
percent since 1940, the National Housing Administration annbunced following a nation-wide 


survey. 


Pacific Coast states costs up 96.3 percent, according to NHA. 
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February, excepting face, common 
and paving brick. 

PAVING BRIC K—Shipments 
slightly exceeded output in Febru- 
ary. Stocks equaled about two 
months’ current production with 
unfilled orders advancing sharply 
from January. 

BRICK (common and face)— 
February output exceeded January 
output by 3 percent; exceeded 
shipments by 4 percent. Produc- 
tion for 1946 at February rate rep- 
resents only 71 percent of esti- 
mated consumption and 56 percent 
of consumption and inventory re- 
quirements. Ai 

STRUCTURAL CLAY TILE 
February production and shipments 
below January levels. Demand 
equaled five months’ production at 
current rates. Output for 1946 at 
current rate represents 60 percent 
of anticipated consumption and 55 
percent of requirements. Unfilled 
orders at rate of four times cur- 
rent monthly output. 

CEMENT—Output for the year 
expected to meet 1946 construction 
demands. February production ex- 
ceeded shipments. 

ASPHALT ROOFING, SIDING, 
FELTS—Shortage of felt hind- 
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DON'T CHEER TOO SOON. 


Logs are rolling over the right-of-way to KIRBY'S five saw mills to 
be made into lumber as fast as we know how to make lumber—and 
still make it to conform to that standard you have come to expect 
from Kirby. 


But don't expect too much. With prices fixed for all lumber, nat- 
urally there are more people asking for KIRBY lumber than can be 
supplied. 


But believe us; not only is production pushed, but principles of fair 
dealing are practiced in distribution. 


LUMBER 
CORPORATION 


Yellow Pire Southern Hardwoods 


"KK Wood for Every Pursose’ 


KIRBY BUILDING 


HOUSTON, TEXAS 
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ered production. 
ments 11 percent below January, 


February ship. 


mainly because of raw material 
shortages. Consumer demand pre- 
vents accumulation of dealer in- 
ventories. 

GYPSUM BOARD-—Strikes in 
one plant and materials shortages 
in two other plants on West coast 
slowed February production. Un- 
filled orders equaled more than five 
months’ output at February rate. 

CAST IRON SOIL PIPE—Cur- 
rent production must be increased 
100 percent to meet 1946 construc- 
tion requirements. Unfilled orders 
represent 11 months’ production at 
current rates. 

CONCRETE BUILDING 
BLOCKS—Monthly production in 
the first quarter is not expected to 
exceed the average 1945 rate of 
27,000,000 blocks. This rate must 
be more than doubled to meet 1946 
requirements. Unfilled orders have 
doubled since the first quarter of 
1945. 

METAL BUILDING MATE- 
RIALS—Shortage of steel and 
basic shapes hampers production. 

STEEL WINDOWS—No win- 
dow stocks on hand. Order back- 
logs growing. 

PLUMBING AND HEATING, 
BATHTUBS—Labor and raw ma- 
terials shortages hampering pro- 
duction of cast iron bathtubs. Out- 
put of steel tubs depends on avail- 
ability of sheet steel. Unfilled or- 
ders on both cast iron and steel 
tubs equal three to four months’ 
production at current rates. 

CAST IRON SINKS AND LAV- 
ATORIES—Production is low. Cur- 
rent quarterly rate must be im- 
proved to meet 1946 requirements. 

WATER HEATERS—Shortages 
of sheet steel and foundry products. 

CAST IRON RADIATION— 
Annual production must more than 
double first quarter rate of 6,250,- 
000 square feet to meet 1946 re- 
quirements. Raw materials short- 
ages and labor problems retard out- 
put. 


BMEA CONFERENCE 


Giles elected president: 

slide film report made 

JOHN H. GILES, MacArthur, 
Smith and Giles company, Chicago, 
was elected president of the Build- 
ing Material Exhibitors association 
at its annual meeting held at Hotel 
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9 POL-MER-IK is Valuable. We don't hav to 
keep it ina Safety Deposit Vault, do we? at 
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REMEMBER POL-MER-IK LINSEED OIL FOR BETTER PAINTING...IT WILL BE BACK! 


Due to government restrictions on metal containers the distribution and sale of Pol-Mer-Ik Linseed Oil is also restricted 
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Limited Supplies 
Still Handicap 
Western Wholesalers 


Your Western Wholesalers are 
combing the mills daily, trying to 
serve their customers. Very few 
mills have any inventory. What 
production there is tends to move 
out as fast as it’s cut and it looks 
as though it would require some 
time before supplies will be at all 
adequate. 


In the meantime, depend on it — 
your Western Wholesalers are 
watching all developments closely 
—and will perform for you just as 


soon as supply conditions will 
permit. 





WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 








564 Market St., San Francisco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 

(Sawmill: 


CARL SODERBERG =p, {S84 
LUMBER COMPANY ‘iis,’ on) 


Manufacturers and Wholesalers Wee 


Morrill & Sturgeon 
Lumber Co. ™andone 
Yeon Bidg., Portland, Ore. 
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Sherman, Chicago, April 17th. 
Other officers elected were: vice 

president, R. E. Fellows, Heatila- 

tor, Inc., Syracuse, N. Y.; secre- 


tary-treasurer, 
Chicago. 

Thirty companies were repre- 
sented at the meeting. The BMEA 
reported that the sound slide film 
on modern store and yard design 
sponsored by the association and 
developed by the AMERICAN LUM- 
BERMAN had been shown before 20 
retail associations. Further show- 
ings are scheduled for dealer dis- 
trict meetings, where advantages of 
modern store and yard layout may 
be discussed more intensively than 
is possible at the larger conven- 
tions. 


Adolph Pfund, 


OPA FIGHT CONTINUES 


Lumber manufacturers 
offer five amendments 


WAVING three aluminum frying 
pans, Sen. Wiley (R., Wis.), strode 
into the Senate chamber. 

“T’ll show you how those block- 
heads work down there at the 


OPA!” he shouted, waving the pans 
in the faces of his colleagues. 





SIZZLING MAD, Sen. Wiley blamed OPA for 
placing business into both the frying pan 
and fire. 


It was the first time a senator 
had demonstrated the out-of-the- 
frying-pan-into-the-fire feeling of 
frustration that business, ham- 
strung by governmental regula- 
tions, has long felt. 

Wiley told how one manufac- 
turer, who had been in business 
before the war, had stopped mak- 





ing kitchenware to make war woods. 
Despite increased labor and ma- 
terial costs, the OPA was allowing 
him a prewar price of $1.20. 

The second pan, the senator said, 
was turned out by a new manufac- 
turer. It was the same grate as 
the $1.20 model, but the OPA ¢eil- 
ing price was $2.50. The third pan, 
also made by a prewar maniifac- 
turer, was of heavier gauge than 
the new company’s $2.50 product. 
However, the OPA ceiling was only 
$1.98. 

“This is just a sample of why 
we are not getting full production,” 
Wiley declared. ‘‘Maybe some folks 
don’t want full production. A lot 
of OPA boys would lose their jobs.” 

Thus the battle against extension 
of price control continued in Wash- 
ington and throughout the country. 
It was not a one-sided fight. 

Organized labor, supporting 
OPA, threatened to demand new 
wage increases if OPA were not 
left intact. 

Eric Johnston, president of the 
U. S. Chamber of Commerce, went 
on record for continuing OPA, at 
least until some time next year 
(Resolution adopted by U. S. 
Chamber at its annual convention 
called for an end to price control 
by Oct. 1). 

If federal price control were 
wiped out now, said Johnston, 
“business would be back in the 
national doghouse within one week 
—and I mean the last stall in the 
doghouse, too.” 

Some business men thought OPA 
had them in the doghouse already. 

Testifying before the Senate 
Banking and Currency Committee, 
Richard A. Colgan, Jr., executive 
vice president of the National Lum- 
ber Manufacturers association, 
called no names. Neither did he 
pull any punches in blaming OPA 
for the serious state in which the 
lumber industry finds itself. 

He said lumber manufacturers 
are forced to sell green lumber of 
unwanted size because ceilings will 
not permit a profit on dry lumber 
cut to a dealer’s specifications. Low- 
priced homes, he added, are being 
built with $24 doors because OPA 
would not raise the ceilings on $5 
doors by the one dollar asked by 
manufacturers. Windows are 
shipped unglazed, costing an exira 
two or three dollars apiece for 
glazing on the job because OPA re- 
fused a request for a 6-cent in- 
crease. 

“Sure, OPA is holding the line 
in spots,” declared Colgan, ‘and 
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nearly every camp builder wants a fireplace ....a 
proved fireplace that will not smoke. You'll save 
yourself time and selling effort . . . you’ll assure your 
customer of a fireplace that always works properly ... 
when you sell the Heatilator Fireplace. More than 19 
years of continuous advertising . . . plus more than 19 
years of proof in thousands of homes and camps all 
over America . . . make the Heatilator Fireplace 


easier to sell. Write for latest dealer information. 


 HEATILATOR 


ames 


HEATILATOR, INC., 189 E. Brighton Ave., Syracuse 5, N.Y. 

































































There is ONLY ONE 
“HEATILATOR” 


America’s Leading 
‘Fireplace Unit 
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very successfully increasing the 
cost of houses.” 

How can the industry be helped? 
Colgan suggested five amendments 
to the Price Control Act as a min- 
imum to cure the sickly industry. 
These were: 

1. Set price ceilings so that at 
least 90 percent of production can 
get an even break. 

2. Consider only lumber produc- 
tion costs in setting lumber prices. 

3. Figure the cost of our raw 


materials assets — the standing 
timber we cut—at its current mar- 
ket value. ; 

4. Make decisions within a rea- 
sonable time. 

5. Use current costs in deter- 
mining price ceilings. 

Housing Expediter Wyatt de- 
clared that the House-approved 
version of the OPA bill “places in 
jeopardy the entire veterans’ 
emergency housing program.” 

Economic Stabilizer Bowles pre- 
dicted that OPA will land on its 
feet in the end. He said the peo- 
ple will rescue it in “the greatest 
demonstration of democracy in ac- 
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_ PIONEER NATIONAL DISTRIBUTORS WITH 
WAREHOUSE BRANCHES SERVING THE 
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tion this country has ever seen.” 

Still the question: Do the people 
want to rescue OPA or be rescued 
from it? 


CATCH THAT MAN 
Retailers victimized 


by money order crook 

LUMBER dealers, especially 
those in New York, New Jersey 
and Connecticut, are asked by pos- 
tal inspectors to be on the watch 
for a crook who operates by in- 
creasing the sum of postal money 
orders when he ealls at. retail 
yards, allegedly for the purpose of 
“purchasing” material from them. 

This is how the crook operates, 
He purchases money orders, usually 
under the name of Johnson but 
sometimes under other names, for 
the sum of $6 and then increases 
them to $60 by adding a cipher af- 
ter the numeral “6” and the letters 
“ty” after the word “six.” 

Calling at lumber yards, the 
crook usually inquires about the 
price of beaver board. He then 
buys about $6 worth of this ma- 
terial and offers the altered money 
order in payment. After receiv- 
ing his change, he says he will pick 
up the material with his car later. 
He does not return. 

The man is described as ‘hand- 
some, well-spoken, about 25 years 
old, 6 feet tall and slender, weigh- 
ing about 145 pounds. He has 
dark, wavy hair and usually wears 
no hat. He sometimes wears a grey 
overcoat. 

He is sometimes accompanied by 
another individual who drives a 
1930 or 1932 model coupe. This 
man is about 35 years of age, 5 
feet, 6 inches tall and weighing 
about 160 pounds. He has fair 
hair, is Scandinavian in appear- 
ance but has no accent. 





PRESIDENT TRUMAN signs $250,000,000 tem- 
porary housing bill while Senator James ™. 
Mead (Dem., N. Y.), Housing Expediter Wyatt 
and Philip M. Klutznick, president, Defense 
Homes corporation, look on. 
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Douglas Fir Plywood 


Again Allocated 


-To Meet the Urgent N ceeds 
of the Reeonversion Even though today the supply 


i situation in Douglas fir plywood 
Housing Program { is critically short, for many projects 

be such as forming concrete surfaces, 
for signs and display work, for 
boat building, and for many other 
industrial and commercial uses, it is 
almost indispensable. In these cases 
it ts well worth waiting for, as it 
will save time and labor and do a 
better job. 








i ili a i al 


TODAY'S most urgent and immediate need is for 
housing—and the Douglas fir plywood industry pledges 
complete cooperation with the Reconversion Housing 
Program. 


The demand for housing requires that Douglas fir < 
plywood again be put on an allocation basis. This 
means that a substantial proportion of the industry's 

production will be channelled to housing contractors, 

stock cabinet manufacturers, prefabricators and dis- 

tributors. 





As a result, the present supply situation for all other 
industrial and construction uses will be temporarily a ; 


LARGE. LIGHT. STRONG, 


: Real Wood 
| PANELS 





aggravated. 

May we strongly urge you to anticipate your needs 
far in advance—and discuss your requirements with 
your regular sources of supply. 





é Douglas Fir Plywood Association 
Tacoma 2, Washington 








NEWS a«¢ TRENDS 





HOME BUILDING GAINS 


Total construction is up 

134 per cent, Dodge says 

GAINS in home building were 
most pronounced, according to F. 
W. Dodge corporation, fact-finding 
organization for the construction 
industry, in announcing construc- 
tion contracts in the 37 states east 
of the Rocky mountains amounted 







service in 


Quality in the Tree 


This is a sample of the fine quality Pon- 
derosa Pine timber behind the modern 
A-Y mill. While we can't invite orders at 
fT & present, we're looking forward in due 
- course to resumption of our dependable 


Industrial Items, Factory Lumber, 
Mouldings, Yard and Shed Stock 


Alexander-Yawkey 
Lumber Company 


Prineville, Oregon 


Members Western Pine Ass~.-Ponderosa Pine Woodwork 


to $1,442,493,000 for the first 
quarter of 1946. 

Dodge said this total constituted 
the highest dollar volume shown in 
the first quarter of any year since 


1928 and was 134 percent higher 


than the first quarter of 1945. 

Contracts covered by the latest re- 

port embraced 74,677 projects. 
Residential contracts involving 


new buildings and alteration proj- 
ects totaled $467,035,000 in the 
first quarter compared with $65,- 
779,000 in the corresponding quar- 
Further compari- 


ter of last year. 





son of statistics revealed that 67, 
115 dwelling units were called foy 
in the first quarter contracts com. 
pared with 14,548 in the first quar- 
ter of last year. 


WOOD PRESERVERS MEET 
J. H. Rawson elected new 
president of association 

UNLESS Great Britain permits 
the United States to import cox] tar 
creosote, the wood treating indus- 
try of this country faces a 20-mil- 
lion gallon shortage of creosot 
this year. 

That was the warning sow ided 
by J. F. Linthicum, president of 
the American Lumber and Treating 
company, Chicago, at the 42nd an- 
nual convention of the American 
Wood Preservers association held 
in Cincinnati, April 23-25. 

J. H. Bremicker, retiring presi- 
dent, urged greater mechanization 
of the industry. Paul M. Dunn, 
dean of the school of forestry, Ore- 
gon State college, spoke on Wood 
Utilization Research in 


> oil 


Oreyon. 


~ He said that 65 percent of poten- 


tial forest utilization is wasted 
either in the woods or at the saw- 
mill. He described new uses de- 
veloped for wood waste including 
insulating board made from saw- 
dust mixed with synthetic resins. 

J. H. Rawson, Portland, Ore., 
succeeded Mr. Bremicker as presi- 
dent. Other officers elected were: 
first vice-president, A. J. Loom, 
Brainerd, Minn.; second vice-presi- 
dent, G. B. McGough, Louisville; 
H. L. Dawson, Washington, D. C., 
was re-elected secretary-treasurer. 
R. H. White, Atlanta, and W. R. 
Yeager, New York, are newly 
elected directors. 

Total registration for the conven- 
tion was 451. The next convention 
will be held in Portland, Ore. 


PEASE NAMED 
Will head prefabrication 
production branch of FHA 

APPOINTMENT of James L. 
Pease as director of the Prefabri- 
cation Production branch of the 
National Housing agency was an- 
nounced by Housing Expediter 
Wyatt. 

Pease, who is president of Pease 
Woodworking, Inc., manufacturers 
of prefabricated houses, is one of 
the founders and a former presi- 
dent of the Prefabricated Home 
Manufacturers institute, national 
trade association of the prefabii- 
cated house industry. 

Under the Wyatt housing pro- 
gram, the prefabricating industry 
is expected to turn out 250,000 
houses in 1946 and 600,000 in 1947. 
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Showing the strategic location of 
Flintkote’s District Offices, g Factories 
and Warehouses, am Timberlands Ay 

and Mines Atte to assure the efficient 


A GREAT NEW $10,000,000 EXPANSION PROGRAM 


This forward - looking program embraces the con- 
struction, at Morristown, N. J., of one of the finest 
and best equipped product research laboratories in 
the country. Further, the plan includes the building 
of new plants...the enlarging and modernizing 
of facilities at other plants. 


production and delivery of all 


Flintkote Products 


This accelerated program of product research and 
development plus extensive plant expansion and 
modernization not only will provide for the greater 
output of present Flintkote quality products... it 
also envisions the development of improved meth- 
ods and materials which will serve you and your 
customers in many new ways... with new and im- THE FLINTKOTE COMPANY, 30 ROCKEFELLER PLAZA, NEW YORK 20, N.Y. 

: : ATLANTA - BOSTON - CHICAGO HEIGHTS - DETROIT - EAST 
proved products for American homes and industry. RUTHERFORD - LOS ANGELES - NEW ORLEANS - WACO + WASHINGTON 
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WHOLESALE DISTRIBUTOR 


772727 f 


West Coast Lumber 
and 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


e LUMBER 

@ MILLWORK 
@ MOULDINGS 
e BOX SHOOK 


aps 


heo.J.Silbernagel 


GENERAL OFFICE 
8 S. Michigan Ave., Chicago 3, Ill. 
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RS 
EDITORS 


Dealers Respond to Reference Number 

To the Editors: We are in receipt of the 1946 Ref. 
erence Number and when you say it is packed with 
usable data you are really making an understatement, 

We have been approved by the Veterans Welfare 
administration as an On the Job Training and we 
have about a dozen boys who are training on the 
job with us. We would like to purchase 12 copies, 
one for each boy of the April issue of the AMERICAN 
LUMBERMAN.—C. L. BRIGGS, Monarch Lumber com- 
pany, Great Falls, Mont. 








To the Editors: Yesterday I received your April 
13, 1946 Reference Number of the AMERICAN LuM- 
BERMAN. I took it home last night and went over it 
very carefully. 

I want to congratulate you on a very fine job. | 
am referring particularly to the yellow section on the 
“Fundamentals of Light Construction and Building 
Materials for Lumber Dealers.” This is a compila- 
tion of a tremendous amount of valuable information 
that can be well used as a text book in training new 
employees. You have rendered a fine service to the 
industry in producing this and I am in hopes the 
National association and our state and regional as- 
sociations may prevail on you to republish this part 
separately as a text book—W. J. HOWARD, Mon- 
tana Retail Lumbermens association, Helena. 


To the Editors: Will you please send a copy of 
AMERICAN LUMBERMAN, issue of April 13, 1946. 

I am mainly interested in the Cyclopedia section 
of the issue and wish to compliment you on the way 
this section was put across. For the past month I 
have scanned every builder’s and lumberman’s publi- 
cation I could find for just this thing you have pub- 
lished.—L. W. LENT, Arthur Lumber company, 
Arthur, IIl. 


To the Editors: I am much impressed with your 
issue of AMERICAN LUMBERMAN, called 1946 Refer- 
ence Number. 

Please ship to us just as quickly as possible four 
additional copies.—D. E. CLARK, Atlanta Oak Floor- 
ing company, Atlanta. 


To the Editors: We will appreciate it very much if 
you will mail us 12 copies of your 1946 Reference 
Number.—-JOSEPH F. KOCH, Frontier Lumber 
company, Buffalo. 


To the Editors: I received your special edition in 
which you have compiled a very fine collection of 
data, covering the construction and uses of building 
materials, also, tables for estimating, which I find are 
very accurate. These tables will be very useful to 
any retail yard manager in estimating jobs, if he will 
use them. You have also compiled a very fine list in 
your buyer’s guide. 

The only thing that bothers me now is where to get 
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HAVE YOU ASKED YOUR CLIENTS 





WHEN WILL YOU REPLACE 
THE HARDWARE IN YOUR 
NEW HOME? 



































What a question,” 
YOU SAY,... 


“everybody thinks of hardware as a per- 
manent item!’ 


That’s the point. It is a permanent, 
basic construction item, and it should last 
for the life of the building—yet many 
home owners will spend more for wall- 
paper, paint and other temporary decorat- 
ing items than for the original hardware 
for their home . . . because, they weren’t 
told until too late. 


Your clients look to you for sound 
advice in all details. Call to their atten- 
tion early the importance of good hard- 
ware. Ask them this question. Then recom- 
mend that at least 2% of the contract 
price be allowed for hardware. Suggest 
that selection be made within a week after 
the contract. is awarded. 


That will assure the owners of sufficient 
hardware, quality hardware and the op- 
portunity of choosing a style that har- 
monizes with the architectural beauty of 
their home. 


And that will assure you of a satisfied 
client, and will add to your reputation. 
The McKinney catalog is a handy help in 
suggesting authentic hardware designs. 


Write for a copy of McKin- 
ney’s new booklet—‘‘De- 
tails and Data for Hinges’ 


McKINNEY 


i SINCE 1865 
udwllg fara’ MANUFACTURING COMPANY 
PITTSOURGH 82. PENNSYLVANIA 
















LETTERS 





materials for our yards so that they could use the 
information contained in this book. We certainly 
have hit the bottom as far as securing building ma- 
terials. I don’t know what more the government can 
do with their different bureaus to slow down pro- 
duction of lumber and other items necessary in the 
construction of homes. If they continue to function 
as they have in the past few months, home building 
will be definitely at a standstill before long.—EARL 
B. BAILKEY, L. E. Streater Lumber company, Min- 
neapolis. 





To the Editors: Before your supply is exhausied, 
we would like to have an extra copy of your April 13, 
1946 issue. This is the greatest service ever issued 
for the lumber dealers and congratulate you on this 
splendid issue—S. W. DUNGAN, Paty Lumber com- 
pany, Elizabethton, Tenn. 


To the Editors: We would like to have 3 additional 
copies of your 1946 Reference Number date April 13, 
1946. If they are available, please forward to us 
with your bill for same. 

You are to be highly complimented for compiling 
such an informative issue. We wish to thank you 
for doing it—JULIUS A. SEIDEL, Julius Seidel 
Lumber company, St. Louis. 


To the Editors: We have just received copy of your 
April 13, 1946, Reference Number and since we have 
in our organization fifteen young men in the GI 
training program, we believe that we would like to 
purchase 15 copies of this issue if possible to turn 
over to these trainees for use as a text book. Con- 
sequently, if this quantity of the issue is available 
please send them to us.—R. V. PORTER, Hawkeye 
Lumber company, Oskaloosa, Iowa. 


To the Editors: The April 13 issue of the AMERICAN 
LUMBERMAN is the most complete and practical en- 
cyclopedia for all branches of the building industry 
ever published for distribution. The specialized work 
this entailed must have been enormous. 

Manufacturers, distributors, and consumers are in- 
debted to your progressive policy in making avail- 
able such a comprehensive reference volume.—aA. 
TRIESCHMANN, Crossett Watzek Gates, Chicago. 


To the Editors: Would it be possible for us to pro- 
cure an extra copy of your April 13, 1946 Reference 
Number? It is brimful of vital and important in- 
formation to the lumber dealer and we would appre- 
ciate receiving another copy.—F. C. CLINE LUMBER 
COMPANY, Anderson, Ind. 


To the Editors: It is a pleasure to compliment you 
on your outstanding 1946 Reference Number. I do 
not think I have ever seen its equal in a trade pub- 
lication. 

Already I have heard similar remarks from dealers 
who have seen it. 

Our copy was received just before I left the office 
to address the students of our short course (Univer- 
sity of Denver) on trade publications. I took the 
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Dou ave STRENGTH 
Quality 
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] 
HIGHLIGHT ON QUALITY. In a glance, 


the home buyer reads “quality” when this label is on the 


































windows. It’s a sure indication to him that the house is glazed 






with a good product. L-O-F Window Glass is better, clearer— 






and produced by a longer annealing process which makes it 






less brittle and hence easier to cut. Libbey-Owens-Ford Glass 
Company, 5256 Nicholas Bldg., Toledo 3, Ohio. 










Libbey:Owens:Ford also makes plate glass, 
safety glass, Thermopane’, Vitrolite*, Tuf- 


POF AO) AEE BOR GDM Mex*, Glastone* and other flat glasses. 
a Great ame n GLASS 


*REG. U.S. PAT. OFF. 








Onn” 
VERT ER on EQUIPMENT 
TAKES ’EM IN STRIDE 








Architects and builders have been quick to 
use “Over-the-Top” Door Equipment be- 
cause of its versatility. It can be installed on 
standard or mill-made doors, weighing up to 
720 lbs. and having openings from 6’ 6” high 
and 7’ wide up to 12’ high and 18’ wide. “Over- 
the-Top” Door Equipment requires only from 
21,” to 6” headroom, depending on size of door. 
It is simply made, easy to install, and costs less 
than most overhead door devices. Write for new 
brochure containing complete details. 








FRANTZ 
Geuararabeed BUILDWARE 


FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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LETTERS 





magazine with me and used it as one of my exhibits. 
A number of the students asked for your address. 
J. V. SMITH, Mountain States Lumber Dealers as- 
sociation, Denver. 


To the Editors: We have just received from your of- 
fice our copy of the AMERICAN LUMBERMAN 1946 Ref- 
erence Number, dated April 13, 1946. 

We wish to compliment you on this issue. It con- 
tains a great deal of data of vital interest to every 
lumber yard. We would like to place one of these 
books in the hands of each of our salesmen and in our 
drafting departments. Would you send us six copies 
of the book—C. W. CUMMINGS, Lewis Manufac- 
turing company, Bay City, Mich. 


To the Editors: We received our copy of AMERI- 
CAN LUMBERMAN issue of April 13, 1946 and we ap- 
preciate the valuable information in it so much that 
we are wondering if you would be so kind as to mail 
us two more copies of the same issue.—T. J. GARD- 
NER, Builders Lumber & Supply company, Hazle- 
hurst, Miss. 


To the Editors: We like your 1946 Reference Num- 
ber so well we are wondering if it is possible to get 
two or three extra copies. We could make very good 
use of these in our office—WALTER E. HATCH, 
May Lumber company, Pittsburgh. 


We deeply appreciate the above complimentary 
comments concerning our 1946 Reference and Di- 
rectory Number. It is especially gratifying to know 
the Manual on the Fundamentals of Light Construc- 
tion and Building Materials for Lumber Dealers will 
be even more helpful to the industry than we an- 
ticipated in training inexperienced personnel. The 
letters reproduced here as well as the many others 
which space does not permit us to quote indicate 
rapid depletion of our present supply of copies of the 
April 13 issue. Plans are already under way, how- 
ever, to publish the Manual section of the issue in 
special book form for distribution to Dealers who 
want to purchase extra copies.—The Editors. 


Labor Question Goes Wild 


To the Editors: I think the question of labor has 
now gone wild. There is no such thing as equal or fair 
labor any more. The balance sheet has gone hay-wire. 
In my opinion labor has gotten where no one is satis- 
fied at anything any more; it has squeezed all the 
profit out of business, and there is no incentive to do 
business. It is not so much of price as it is inefficiency 
on the part of labor. 

If you continue to pay labor what they want the 
product is compelled to go up to balance it, and then 
what happens is that labor wants more; and the 
farmer, who has never had an even break, is expected 
to feed the world by working long hours, probably 15 
hours per day while labor is getting enough for 8 hours 
work to purchase all the farmer can produce in 2 or 3 
long days. is it fair, and where will it end? I see 
nothing ahead but starvation for small business; large 
business can pay more at the expense of the small busi- 
ness man. 

Why should a man wanting to build a home have to 
pay for such as this unequal thing—A. T. CURTIS, 
A. T. Curtis & Son, Inc., Chester, Va. 
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DEVELOPMENT OF A CONSCIOUS LIGHT CONSTRUCTION INDUSTRY 
PROGRESSES 


ie An integrated, conscious light construction industry embracing all the investment factors 
from raw materials through manufacturing and delivery by retailers to the ultimate con- 
sumer is the very commendable objective of a strong movement now under way. The move- 
ment was initiated by a retail group and is now being carried on by a joint building 
material manufacturer and lumber dealer committee. Modern selling calls for closer coordina- 
tion between manufacturer and dealer in production as well as marketing. This condition is 
becoming more generally prevalent in the light construction industry, chiefly because the 
retail lumber dealer now has evolved to the point where he is a merchant instead of a 
warehouseman. 


I- 


at 
11] 
D- 


n- By coordinating the educational, public relations, government relations, and marketing 

et efforts of manufacturers and dealers the light construction industry can make huge strides 

od toward speeding up distribution to the ultimate consumer at lower costs, enabling more 

H, people to buy more and better homes ,farm buildings and other light construction packages. 
By integrating research and marketing activities of manufacturers and retailers, ihe building 
material dealers can obtain from, as well as render help to, manufacturers that will immeas- 
urably assist retailers in establishing themselves as the building and home equipment head- 
quarters for the nation. 


Although we are now in the midst of a struggle to reestablish free enteprise and resume 
production on a peacetime basis, the work being done by the joint manufacturer-dealer com- 
mittee to attain a closely coordinated and conscious light construction industry is very timely. 
One of the main reasons the industry is on the defensive with government and the general 
public is because of the lack of a coordinated manufacturer-dealer light construction indus- 
try public relations program. In the minds of persons on the street, there is no such element 
in our economy as a light construction or home building industry in the same sense there is 
a railroad or automobile industry. The public’s contact with the light construction industry 
has always been through thousands of small units—the lumber dealers—plus all the non- 
investment factors in the industry such as real estate firms, contractors, architects and others. 


With a closely integrated industry, offering complete service, plus materials and equip- 
ment required in light construction, the task of making the public conscious of a light con- 
struction industry will be eased. It will speed the day when every lumber dealer can post 
the “Pledge of Service,’” adopted as part of the National Retail Lumber Dealers Association 
educational and public relations program, and in truth and fact do what that pledge says the 
dealer will do as the building merchant in his community. The forward-thinking members of 
* the joint committee from the Producers Council and NRLDA, listed elsewhere in this issue, 
, have already put much intelligent thinking and time on this project. Much more planning, 
education and good hard work will be required before the objective is in sight. This pro- 
n gram merits the support of every individual interested in coordinating and improving edu- 
cation, research, marketing and public relations for the light construction industry. 
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UPSON DUBL-THIK Fibre-Tile is again becoming available 


Women love it! Men admire it! The 
kitchen, by any vote, is still the most 
important room in the house. 


Upson DUBL-THIK Fibre-Tile is 
again bringing scintillating new beauty 
—lasting pride—and satisfying com- 
fort to added thousands of America’s 
kitchens and baths. 

To see and feel the satiny, smooth 
surface of DUBL-THIK is to know 
why it takes paint and enamel so 
beautifully — unlike fuzzy dust-catch- 
ing materials. And beneath this beauty 
surface lies amazing strength and 
durability -—-CRACKPROOF, now 
and forever. 

Upson DUBL-THIK Fibre-Tile is 
easily and quickly applied. Right over 


old plaster or direct to studs on new 
construction! Upson Floating Fas- 
teners anchor the panels securely 
from the back. No ugly nails or nail 
holes to mar the surface. 


And DUBL-THIK costs so little! No 
home, however modest, need be 
deprived of the charm, beauty and 
CRACKPROOF durability that only 
Upson DUBL-THIK Fibre-Tile 


can provide. 


Today the supply of Upson DUBL- 
THIK Fibre-Tile is not yet equal to 
the demand. Dealers everywhere rec- 
ognize the almost unlimited market 
possibilities. They know that DUBL- 
THIK Fibre-Tile delivers service 


and satisfaction to their customers. 


THE UPSON COMPANY, LOCKPORT, N. Y. 


Upson Products are’ easily identified by the famous Blue-Center 


Repeated Cleanings Leave 
Beauty Unmarred says user 


This letter from an Indiana* user typi- 
fies the enthusiasm of home owners: 


“After two years and several clean- 
ings all Upson walls retain their beau- 
tiful finish. We are so enthusiastic that 
we would be glad to have folks that 
contemplate building call at our home 


at any time.”... AND NO CRACKS! 














*Name on request 





' PACEMAKERS IN CRACKPROOF PANELS 
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Building Industry Steps Forward 








‘ 


Dealer-manufacturer group meets to pe aie for closer coordination 
and integration of activities of investment factors in light construction industry 





N INTEGRATED light con- 

struction industry with a 
closely coordinated manufacturing 
and dealer program from mines 
and forests through to the com- 
pleted building on the construction 
site is the announced objective of 
a joint committee of retailers and 
manufacturers which met at the 
Blackstone hotel in Chicago April 
23 and 24. With an integrated 
light construction industry of man- 
ufacturers and dealers the goal 
would be to provide more and bet- 
ter homes, farm buildings and 
other light construction packages 
at prices more people can afford to 
pay. 

The Chicago meeting of the 
joint manufacturer-dealer commit- 
tee, made up of leading individuals 
in the Producers council and the 
National Retail Lumber Dealers 
association, was the outgrowth of 
a previous trial meeting at Atlan- 
tic City, last September. The 
committee which met April 23 and 
24 was appointed at the Atlantic 
City meeting, which was initiated 
by a group of dealers in the Mid- 
dle Atlantic Lumbermens associa- 
tion led by R. A. Jones, executive 
director of that organization. 

Lamar Forrest, president of the 
National Retail Lumber Dealers 
association, presided at the Chi- 
cago session. After some discus- 
sion, A. A. Hood, director of dealer 
relations for the Johns-Manville 
company, and co-chairman with Mr. 
Forrest of the committee, sum- 
marized the problems, purposes and 
procedure of the new plan to in- 
tegrate the light construction in- 
dustry as follows: 


PURPOSES EXPLAINED 


“OUR basic purpose here is to 
segregate, circumscribe and block 
out a conscious light load construc- 
tion industry from the general pat- 
tern of the overall construction in- 
dustry. Certain questions come to 
mind in connection with this pro- 
posal. 

“1. What is the light load con- 
struction industry? The light load 
construction industry consists of 





home building, farm _ building, 
structural improvements of all 
kinds, and small industrial and in- 
stitutional buildings that do not 
require heavy machinery in con- 
struction. 

“2. Why separate it from the 
overall construction industry? Just 
as steamships and railroads are 
both transportation and yet sepa- 
rate industries, the light construc- 
tion industry is quite different in 
function and service from heavy 
construction. Generally speaking 
from the production viewpoint as 
well as the distribution viewpoint, 
different people operate the light 
and heavy construction industries. 


The two branches of the industry 
employ different channels of dis- 
tribution, but, above all, the rea- 
son for segregation is the fact that 
light construction is peculiarly the 
province of the retail lumber and 
building material dealer. 


WHY ORGANIZE? 


“3. WHY should we organize it? 
The organization of a conscious in- 
dustry requires participation by 
representative leadership from the 
factors which have their money in- 
vested in plants, facilities, and in- 
ventories in an industry. We have 
such representative leadership on 
this committee. Our group is made 
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Members of the joint manufacturer-dealer committee planning closer integration of the light 
construction industry at their meeting in the Blackstone hotel, Chicago, April 23 and 24. Left 
to right, front row: Charles T. Bridgman, Mason City Brick & Tile company, Des Moines; 
E. H. VanDuzee, National Gypsum company, Buffalo; G. M. Curtis, Curtis companies Inc., 
Clinton, lowa; Lynn Boyd, lumber dealer, Pampa, Texas; R. A. Jones, executive director, Middle 
Atlantic Lumbermens association, Philadelphia; Paul DeVille, lumber dealer and president of 
the Ohio Association of Retail Lumber Dealers, Canton; Walter J. Wood, E. L. Bruce company, 
Memphis; C. B. McGehee, Truscon Steel company, Youngstown, Ohio; Ned Ball, secretary, 
Louisiana Retail Lumber and Building Material Dealers association, New Orleans; W. C. 
Bell, secretary, Western Retail Lumbermens association, Seattle; Charles H lumb 

dealer, Chester, Pa.; C. Dean Lowry, Libbey-Owens-Ford Glass company, Toledo; C. I. ‘Cheyney, 
lumber dealer, Bluefield, W. Va.; Mr. Churchill, lumber dealer, Western Retail Lumbermens 
association; Matt Denning, E. |. duPont \de Nemours & company, Inc. Back row, left to right: 
G. M. Fletcher, the Stanley Works, New Britain, Conn.; Hawley Wilbur, lumber dealer, West 
Allis, Wis.; A. A. Hood, director of dealer relations, Johns-Manville; Lamar Forrest, president, 
National Retail Lumber Dealers association, lumber dealer, Lubbock, Texas; L. C. Hart, Johns- 
Manville; Norman Mason, vice president, NRLDA, lumber dealer, North Chelmsford, Mass.; 
J. W. Follin, Producers’ council, Washington, D. C.; H. R. Northup, secretary-manager, NRLDA, 
Washington, D. C.; Earl E. LeValley, lumber dealer, Bellingham, Wash. R. E. Saberson, Weyer- 
haeuser Sales company, St. Paul, attended the meeting but was unable to be present for this 

photograph. 
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up of delegates from manufactur- 
ing organizations, producing the 
major products going into the light 
construction field, and of dealers 
geographically representative of 
the nation-wide light construction 
industry. 

“Industrial engineering  tech- 
nique in all industries embrace the 
mass utilization and syndication of 
the ablest brains of the industry. 
We have in this group both mar- 
keting and production engineering 
minds capable of organizing an in- 
tegrated industry. With the 
amount of bureaucratic and gov- 
ernmental interference with our 
industry it is apparent to all that 
we must meet bureaucratic collec- 
tivism with free enterprise co- 
operation, and we propose to set 
up specific implementation and 
techniques for such cooperation. 
Another reason we must organize 
a conscious light construction in- 
dustry is that we are facing shortly 
a buyers market in spite of the 
overwhelming demand at the mo- 
ment. It is evident that if we 
produce 600,000 houses this year 
at prices people cannot afford to 
pay we may be in a buyers market 
before the year is out. We have 
always needed more new homes in 
this country than we were able to 
build at a saleable price. 

“Again the peculiar nature of 
the light construction industry in 
which the production of the ulti- 
mate package takes place on the 
construction site necessitates both 
manufacturers and dealers coordi- 
nating in the production as well as 
the marketing problems. Above 
all, we must organize this industry 
to protect our investment in the 
industry and to earn profits on that 
investment through adequate serv- 
ice. 


PROBLEMS INVOLVED 


“4. WHAT is involved in organ- 
izing a conscious light construction 
industry? We will never have an 
industry in reality until we bring 
the well-known American indus- 
trial engineering techniques to this 
historic handcraft and custom built 
industry. Heretofore these tech- 
niques have not been applied be- 
cause of the traditional buying 
habits of the consumer and con- 
struction habits of the industry.... 

“We have two problems in ap- 
plying these techniques to our in- 
dustry. First, the length of the 
production and marketing chain. 
It literally stretches from the for- 
ests and mines to the tens of thou- 
sands of building sites where the 
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end use product is manufactured. 
This is, of course, a far more com- 
plicated problem than setting up 
a production chain within the four 
walls of a single factory. Second, 
we have a joint marketing produc- 
tion problem at the point of sale to 
the ultimate consumer. Generally 
speaking our product is sold before 
it is constructed and delivered to 
our customer, and this necessitates 
the industry retailer superintend- 
ing the manufacture of the product 
as well as the sale of the product. 
If we were to state the problem in- 
volved in organizing a conscious 
light construction industry in a 
single sentence it would be ‘to pro- 
vide consumer satisfaction through 
a centralized package service and 
responsibility.’ ” 

Mr. Hood went on to explain in 
order to integrate all segments of 
the light construction industry, the 
start must be made with the manu- 
facturers of building materials at 
one end of the lineup and with the 
retailers at the other end and then 
work on all functions in between 
those two points to streamline and 
standardize as well as coordinate 
all intermediate activities. “We 
must bring partial standardization 
through modular and dimensional 
coordination,” Mr. Hood _ con- 
tinued. “It is highly probable the 
use of engineering standardization 
can produce even greater variety 
in design and arrangement and 
style than we have had in the past 
with custom-built techniques.” 

Concerning construction prac- 
tices and specifications, the state- 
ment by Mr. Hood contends “it is 
highly probable we can overcome 
traditional procedures by a scien- 
tific engineering approach to con- 
struction standards, practices and 
specifications, and that ultimately 
we may have as few as four basic 
construction standards for small 
American homes.” 


® SAVINGS POSSIBLE 


IT WAS also pointed out manu- 
facturers of building materials will 
undoubtedly find it possible through 
research into the combined use of 
materials to bring about impor- 
tant savings in labor requirements 
for the assembly and fabrication of 
the product. 

Visualizing the flow of building 
materials from manufacturing 
plants to the ultimate construction 
site as one continuous distribution 
chain, the committee foresees the 
possibility of important savings 
which may be realized through 
more efficient use of distribution 


engineering, strategies and proce- 
dures. 

Continuing with the statement, 
Mr. Hood said: “The gale and eon- 
struction phase must be tackled 
specifically as an integrated prob- 
lem and in the final production of 
the light construction package con- 
trolled schedules’ should bring 
about important savings in on-site 
labor costs. We should emphasize 
that we are not doing away with 
custom-built construction through 
the injection of industrial engi- 
neering techniques to this indus- 
try. In the future probably the 
same people who have tailor-made 
clothes will have custom-built 
houses, but it is probable that if 
our plans are successful the masses 
of the people of our country will 
have industry-engineered homes.” 

The National Retail Lumber 
Dealers association reported to the 
committee through H. R. Northup, 
secretary-manager, that the retail- 
ers group has been working on the 
design and engineering of an an- 
nual line of small, low-cost basic 
homes which can be merchandised 
by the nation’s retail lumber deal- 
ers. With probably 10 basic home 
designs with six variations of ar- 
chitectural design for each basic 
floor plan and then variable speci- 
fications for the seven geographical 
areas of the United States, the best 
engineering and architectural serv- 
ice could be concentrated on giving 
the absolute maximum for the least 
money to the home building cus- 
tomers of retail lumber dealers. 
Concomitant with this setup, the 
industry could also organize the 
flow of home specialty items and 
mechanical equipment through the 
most economical channels—dealer 
to consumer. 


PLEDGE OF SERVICE DISCUSSED 


THE retail dealers’ Pledge of 
Service, which was adopted as an 
industry program at the annual 
meeting in Colorado Springs last 
November came in for considerable 
discussion at the Chicago session 
of this special committee. The 
Pledge was approved by the group 
as something tangible which ever) 
retailer, regardless of the scope of 
his services, can use as the basis 
for his public relations and adver- 
tising promotion. Since coordina- 
tion of the activities of the light 
construction industry also involve 
education and public relations, the 
dealers’ Pledge of Service was pro- 
posed as the basis for the pub- 
licity, public relations, training and 

(Continued on Page 74) 
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University of Washington Offers Intensive 


Refresher Training Courses for Retailers 


Western Retail Lumbermens association assists 
in establishing short course for yard men. 


ISCHARGED VETERANS re- 

turning to their work in re- 
tail lumber yards are orienting 
themselves to new conditions and 
techniques through brief refresher 
courses offered by leading educa- 
tional institutions. 

University of Washington in co- 
operation with the Western Retail 
Lumbermens association has al- 
ready graduated two 
classes. A third class 
started May 6. 

In a report on the first 
refresher class to gradu- 
ate at the University of 
Washington, M. N. Cham- 
berlain, educational di- 
rector of the Western Re- 
tail Lumbermens associ- 
ation, points out a good 
many things that were 
learned from practical ex- 
perience. 

Other institutions—the 
University of Denver and 
the University of Mis- 
sourl among them—are 
planning similar courses. 
The Chamberlain report 
will offer lumbermens as- 
sociations and other insti- 
tutions valuable hints in 
mapping their courses. 


STUDENTS MOSTLY VETERANS 


THIRTY. students, about 80 per- 
cent of them veterans, enrolled for 
the first class held Jan. 7 to Feb. 1. 
Ten were college graduates and 
about 75 percent had attended 
college. All but two had been em- 
ployed in retail lumber yards, al- 
though a good many came to class 
directly from active service. 

The servicemen, by applying 
through the regular veterans’ chan- 
nels, were reimbursed for their tu- 
ition and textbooks. It is hoped to 
have the course approved as a part 
f the on-the-job training program 
supported by the Veterans admin- 
istration. 

Only entrance requirement for 
the course was an interest in the 
building material industry, al- 
though a preference was given to 
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ber yards. 


students sponsored by members of 
the association. Two — students 
dropped out early in the course. 
Graduates came from the states of 
North Dakota, Montana, Washing- 
ton, Michigan, Arizona, Missouri 
and Idaho. 

Six lecture periods were held each 
day from 9 a. m. to 4 p. m., five 
days a week with classes until noon 





UNIVERSITY OF WASHINGTON is one of the leading institutions 
offering specialized courses for prospective employees in retail lum- 


Above, Dr. Henry Burd, professor of marketing and 
advertising, explains a few problems of the construction business. 


on Saturday. A total of 108 hours 
were devoted to lectures; 10 hours 
to field trips, 10 hours to examina- 
tions and one hour to registration. 

Subjects included lumber arith- 
metic, business law, lumber species, 
grade uses of lumber, grading, pur- 
chasing, lumber yard arrangement; 
red cedar’ shingles, plywood, 
speech, millwork, hardware, wood 
preservatives and decay; estimat- 
ing a bill of materials, frame con- 
struction, pricing, lathing and plas- 
tering, insulation, paint, merchan- 
dising, advertising, architecture 
and market potentials. 

Instructors included men from 
the university and from the indus- 
try. In order to compensate the 
university professors for their con- 
tribution to the course, it was de- 
cided to increase the tuition for 


succeeding class from $12 to $30. 

As the result of experience and 
suggestions made by the students, 
several changes have been made in 
the training program. The students 
felt that two hours was insufficient 
time for a course in lumber arith- 
metic. Fuller coverage will be given 
hardware and plaster. Advertising 
will be increased one hour. Insula- 
tion, which was allowed 
six hours because of the 
availability of Paul D. 
Close, technical secretary 
of the Insulation Board 
institute, Chicago, will be 
reduced. 

Examinations at the 
end of the course were 
not intended as a measure 
of the student’s intelli- 
gence, but rather as an 
indication of the student’s 
accomplishments. Results 
of an examination given 
at the opening of the 
course was made available 
to the instructors to indi- 
cate the knowledge of the 
class in their subjects. To 
this examination was add- 
ed a few more questions 
and the combination was 
given as a final examina- 
tion. The final examination was cor- 
rected and, together with the orig- 
inal test, was mailed to the students 
to give them an indication of the 
value of the course. 


One of the most valuable parts 
of the course was the field trips 
provided by the retail lumber deal- 
ers in the Seattle area. The first 
trip was made to three retail yards 
in the Seattle area; the second trip 
included an inspection of the ply- 
wood mill of the Elliott Bay Lum- 
ber in Seattle and to the Sno- 
qualmie Falls Lumber in Sno- 
qualmie. Students also visit con- 
struction sites where houses are in 
various stages of erection. 

No text was available for the 
entire course, although it was ex- 
pected that one would be prepared 
from notes taken by the director 
and students for succeeding 
courses. 
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Booming Black Market Undermines 
Industry’s Public Relations! 


ITH OPA’s lumber black mar- 
ket spreading over more and 
more of the Nation and with a large 
number of unscrupulous newcomers 
to the industry participating in 
black market operations, the indus- 
try has encountered a serious new 
problem in public relations. Ille- 
gitimate operations in lumber have 
reached such staggering propor- 
tions that newspapers, radio sta- 
tions and news magazines can no 
longer ignore the public’s interest 
in comments and articles about 
these conditions. 

It is regrettable much of the pub- 
licity thus far in newspapers and 
other sources of public information 
has failed to indicate that the pre- 
war lumber industry of the Nation 
—the manufacturers and dealers— 
are not violating the nation’s laws 
and gouging the public with illegal 
black market prices. Several scare 
headlines in newspapers catering to 
millions of readers recently ap- 
peared over articles which clearly 
implied the lumber industry as a 
whole was going black market and 
all segments of it. were taking the 
public for all the traffic would bear 
in lumber prices. 

Every legitimate operator, 
whether manufacturer or retailer, 
knows better than anyone in or out 
of the industry the range and qual- 
ity of intestinal fortitude it takes 
to resist the fancy offers being 
made daily by black market oper- 
ators. As stated previously in this 
publication “legitimate operator” 
means all those individuals and 
firms whose investment and service 
in the industry go back to prewar 
and in many instances back several 
generations. They are the people 
who piled the dollars up one at a 
time over the years to build their 
businesses and the industry. They 
are the firms and individuals with 
too much of an investment today 
to risk violation and possible pros- 
ecution under the law. They include 
the small as well as the large retail 
lumber dealers who are being by- 
passed by black market lumber op- 
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erators that have stepped in to take 
over the consumer market in more 
than one-third of the Nation. 

Since turning the spotlight on 
OPA’s lumber black market, AMER- 
ICAN LUMBERMAN has received nu- 
merous letters from _ legitimate 
dealers as well as manufacturers, 
pointing out more angles to the 
situation and supplementing infor- 
mation already presented. Many 
express deep concern over the trend 
of the black market publicity, 
which tends to imply a blanket in- 
dictment of the entire industry for 
the actions of a few newcomers, 
when the old-established, well- 
financed, legitimate dealers have 
consistently refused to participate 
in shady deals in spite of the fact 
such a position is proving ruinous 
to their business. 

One large southern manufacturer 
of lumber, in commenting on pres- 
ent conditions brought about by 
OPA’s policies on ceiling prices, 
says: “The situation as it exists in 
the lumber industry is a disgrace to 
a democratic nation—if we can call 
ourselves one. 

“We have buyers in every day 
that are unable to find lumber with- 
out every conceivable subterfuge 
appended to it the human mind can 
conceive. They run the gamut of 
shipping less lumber than billed, 
upgrading at least one grade in 
every rule, handing out side money 
from $300 to $600 a car, offering 
options on mills, selling hunting 
and fishing rights, selling worthless 
cutover land, betting shipment will 
not be made, ete., on and on ad 
infinitum. 

“Until six weeks ago, we had a 
more or less stable timber price for 
this area. Then over night the 
black market operators invaded our 
stumpage area and hiked prices 
from $10 to $15 per thousand. Some 
timber is selling for as much as 
$30 per thousand whereas the best 
legitimate price that can be re- 
ceived for the product [lumber] 
under the ceiling is $50 at the mill. 

“If anyone in OPA can cut the 


timber, haul it to our plant, saw it 
and dry it, and get it into the car 
for the remaining $20 per thou- 
sand, we will give them a higher 
paying job than they have with 
OPA—and right now, too. 

“We could write on and on about 
the double-crossing, chaotic and un- 
called for condition that exists, for 
it is the worst market condition the 
lumber industry has ever experi- 
enced. Not only is lumber moving 
to the ultimate consumer at the 
highest prices inflation could bring, 
but it is giving the consumer low 
quality and green lumber that will 
rot in any house within the next 
several years. 

“|. . We get riled every time we 
are forced to consider the irrepar- 
able damage the illegitimate oper- 
ators are doing to our industry 
today—as well as to we legitimate 
operators personally.” 

Regardless of what producing 
area considered, reports from most 
reliable sources indicate no black 
market activity in lumber by the 
people who have always constituted 
the backbone of the industry. 

Taking a long-range viewpoint 
of the black market situation, both 
from the adverse publicity stand- 
point as well as from the effects of 
selling low-grade, green, poorly 
manufactured lumber to consumers, 
one industry leader in the South 
has this to say: “. .. We know that 
black market practices exist in our 
industry, probably to a greater ex- 
tent than other major producing 
regions, due to the tremendous 
number of small mill operations in 
existence. With the overall produc- 
tion of southern pine lumber at a 
low point, the output of the respon- 
sible element in our industry is not 
sufficient to take care of the tre- 
mendous demand that exists for 
housing construction items. Such 
manufacturers are the ones who 
suffer under impractical controls, 
which are incapable of enforcement. 

“As an illustration, and typical 
of OPA’s attempts at enforcement, 
we find that agency sending men 
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to check the large, well-organized 
mills which maintain accurate rec- 
ords and which observe the law to 
the letter. It is the operator who 
maintains no records, both of pro- 
duction and sales, who is selling on 
the black market, and in so doing, 
bypasses the legitimate dealer and 
creates unfair competition to the 
responsible producer. Of serious 
importance is the effect the delivery 
of black market lumber has on the 
future markets. By and large lum- 
ber that escapes recognized chan- 
nels of distribution is made without 
regard to good manufacture, accu- 
rate grading and proper seasoning. 
How to solve this problem deserves 
the very best thought within all 
branches of the industry.” 

One large west coast operator 
who is making a special effort to see 
that his production is channeled 
through legitimate dealers’ ex- 
presses concern over what happens 
to some of it, even after his efforts 
to keep it away from the black mar- 
ket. He says: “How can a primary 
manufacturer be informed as to 
what is done with all his produc- 
tion after it leaves his hands? We 
suspect some black marketing may 
be indulged in by some of those 
who get our lumber—but cannot be 
sure either way.” 

A nationally-prominent industry 
leader in the lake states region, 
commenting on recent adverse pub- 
licity as a result of growing black 
market conditions writes as fol- 
lows: “It is regrettable to find 
headlines in the daily press of a 
character such as several which 
have appeared recently in this re- 
gion. The industry cannot object 
to a fair statement of facts, but 
certainly the industry as a whole, 
should not be placed in a false 
picture. OPA men have told us 
that the record for law observance 
in our region has not been exceeded 
by any other section of the lumber 
industry. . . . However, we do hear 
scattered reports about illegal oper- 
ations to a growing extent among 
a certain classification of small 
mills. We do not have any ‘Specific 
evidence covering actual cases or 
the “volume of such transactions.” 

As a result of the flow of un- 
favorable industry publicity follow- 
ing growth of black market opera- 
tions, one large southern manufac- 
turer is “of the opinion that an 
effective public relations publicity 
campaign should be started for the 
lumber industry—possibly by a 
group of at least 100 leading lum- 
ber manufacturers coordinating 
their efforts through one source.” 
This same individual continues: 


“While we are not in a position to 
devote the necessary time this 
would involve contacting and co- 
ordinating the leading lumbermen 
of the nation, we will be delighted 
to cooperate and help in any way 
possible if such an undertaking is 
established. . . . We believe that a 
good newspaper campaign, sched- 
uled to break simultaneously 
throughout the key cities would be 
best . . . and would reach the cus- 
tomers more directly. The cost of 
this would be divided among the 
cooperating lumber manufactur- 
ers.” 
SURVEY REVEALS TRUTH 

BECAUSE of the gravity of the 
situation, AMERICAN LUMBERMAN 
has made every effort to ascertain 
the true facts of the black market, 
how it operates and who is in- 
volved in it. The editors have trav- 
eled into the lumber producing re- 
gions and are now conducting a 
survey of lumber manufacturers. 

That survey is far from com- 
plete but preliminary returns re- 
veal a significant fact about lum- 
ber black marketeers. The fact is 
that the black marketeers are mar- 
ginal operators and the reputable, 
established lumber industry is not 
guilty. Possibly a few long-estab- 
lished lumber manufacturers and 
dealers have become involved in 
black marketing operations — at 
least no one can prove otherwise. 
But it is quite clear that the bulk 
of black market transactions are 
conducted by marginal producers 
and distributors. The peckerwood 
mills, both old-timers and new ones 
which have sprung up to exploit 
present conditions, constitute the 
marginal producing group turning 
out black market lumber. 

The story of the lumber black 
market is the story of natural 
economic law functioning despite 
man-made regulations which at- 
tempt to curb it. Lumber supply 
is short of demand and impatient 
consumers are willing to bid 
against one another, thus forcing 
up prices. To take advantage of 
the situation, thousands of irre- 
sponsible operators have sprung up 
and are dumping poorly manufac- 
tured, inferior lumber, exorbitantly 
priced, onto an eager market. 

Legitimate lumber dealers are 
helpless because they can’t obtain 
enough lumber to satisfy customers 
and thereby remove the reasons for 
the black marketeer’s existence. 
They can’t obtain the lumber be- 
cause legitimate manufacturers 
who operate within the law (as 
most of the established lumber in- 
dustry does even today) and dis- 
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tribute through retail lumber deal- 
ers cannot produce enough home 
building lumber, under restrictive 
OPA policies, to supply them in 
sufficient quantities. 

No doubt there are some excep- 
tions to that statement, but careful 
study reveals OPA as the primary 
cause of the shortage of legitim- 
ately manufactured and distributed 
lumber. A few actual examples 
taken from preliminary returns of 
the AMERICAN LUMBERMAN survey 
illustrate this truth. 


Example A 


A southern sawmill specializing 
in yellow pine lumber is now pro- 
ducing at the rate of 75 million 
feet per year, which is full capac- 
ity for that mill when operated 48 
hours per week. Sixty percent of 
production, or 45 million feet. per 
year, is in lumber suitable for home 
building. That percentage is main- 
tained because the non-home-build- 
ing lumber is now more profitable 
to produce. With sufficient price in- 
crease this mill could increase 
output of home building lumber by 
40 percent—thus adding 18 million 
feet per year 1o the national total. 
This concern is not selling on the 
black market, but reports illegal . 
operations in the area by truckers 
and newcomers. 


Example B 


A comparatively small western 
mill cutting Ponderosa pine and 
Douglas fir is now operating at 
full capacity to turn out 22 million 
feet of lumber per year. Only half 
of this production is in home build- 
ing lumber, but this could be 
raised by 30 percent, or 3,300,000 
additional feet per year, if a $4 
per thousand increase we re 
granted. This concern does not sell 
on the black market. 


Example C 


A western pine mill operates at 
full capacity to produce 45 million 
feet of lumber per year. Half of 
that, or 22,500,000 feet per year, is 
in home building lumber. This 
could be increased 25 percent, or 
5,625,000 feet per year, if a 15 
percent increase in prices were 
granted. This mill does not sell on 
the black market. 

Multiply these examples by hun- 
dreds of similar mills all over the 
Nation and it becomes evident that 
restrictive OPA prices are holding 
production at legitimate home 
building lumber considerably below 
the level that it would be physically 
possible to reach. 
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Combining beauty and strength, this versatile product 


is popular with those planning to remodel or build. 
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A PRODUCT of both utility and 

beauty within the home, glass 
is proving to be one of the most 
popular items sold by the lumber 
and building material dealer. There 
is a growing trend toward building 
homes with an increased use of 
glass, more and larger panes in the 
rooms most lived in, insulating 
glass in broad wall expanses, and 
glass block for utility homes, bath- 
rooms and for exterior wall con- 
struction. 

The accidental combining of nitre 
and sand in Syria 6000 years ago 
was the beginning of glass manu- 
facturing, a process which was 
handed down from generation to 
generation, spreading through all 
the countries. From the beginning 
glass was hand-blown by expert 
craftsmen, until in 1900 glass mak- 
ing was revolutionized and modern 
methods began to develop. 

Four ingredients are used in 
glass-making—s ilica sand, soda 
ash, limestone and salt cake. Spe- 
cial glasses use portions of almost 
the entire range of inorganic chem- 
icals. 

Drawn in sheet form through a 
long series of furnaces, with tem- 
peratures of approximately 2700 
degrees Fahrenheit, the ingredients 


Tl] strations: Libbey-Owens-Ford and 
Pittsburgh Plate Glass Company. 
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Uninteresting wall spaces can be made many 

times more attractive by removing walls and 

small windows and replacing them with 
large panes. 


are melted to a liquid state. The 
white hot glass then flows through 
a cooling chamber where it is tem- 
pered, emerging into the open on a 
roller conveyor system where it is 
automatically cut into large blanks 
in varying stock sizes and stored. 
This window glass may be obtained 
in varying sizes and thicknesses 
from .087 to .240 inches. Window 
glass has attained unusually high 
standards of clarity and quality 


A simpler way to remodel is to replace three 

separate windows with one large pane of 

glass, bringing a clearer scenic picture into 
the room. 






due to the quality of the ingredi- 
ents, thoroughness of mixing and 
the delicate control of the tempera- 
tures maintained in the melting 
furnaces and annealing ovens. 
Plate glass, the aristocrat of the 
glass family, differs from window 
glass primarily in the additional 
production steps. After leaving the 
cooling chamber, it is ground on 
both sides to parallel planes, and 
then finely polished on both sides 
with soft iron oxide. Because win- 
dow glass is simply rolled flat and 
cut, whereas polished plate glass is 
both ground and polished on both 
sides to an extremely high state of 
surface perfection, it is the surface 
rather than the content which is 
the chief distinguishing character- 
istic between window and plate 
glass. 
Glass Products 


The products of the flat glass in- 
dustry include plate and window 
glass, rolled, wired, safety, struc- 
tural, heat tempered, glass block, 
mirrors and many types of insula- 
tion and glass cloth. 

There are two types of window 
glass manufactured. “A” quality 


contains no imperfections that will 
appreciably interfere with straight 
vision. The “B” quality admits of 
the same kind of defects but more 
pronounced. A special “AA” quality 





































In this picture four ways of using glass to brighten up a kitchen are illustrated. Easily cleaned 

structural glass has been put on the walls; corner windows give the housewife full benefit of 

sunlight; glass shelves can hold colorful knickknacks or bring cooking items within easy reach, 
and a@ mirror on one wall gives the room a more spacious appearance. 


is available upon special order and 
is superior to the quality of glass 
generally used. 

When glazing exterior wood 
frames, thoroughly paint or oil the 
rabbet so putty will adhere. The 
glass should be bedded in putty. 
Then secure the glass with zinc 


Structural glass is used in this bathroom which features a transparent 
plate glass shower enclosure. 


glazer’s points and face putty. Run 
putty neatly and even with the in- 
side edge of frame members. 
Standard plate glass is available 
in ¥g inch, 134, inch and 4 inch 
thicknesses. For grading purposes 
it is divided into four divisions. 
These are division 1, sheets up to 





and including ten square feet; qj- 
vision 2, greater than ten square 
feet up to and including 25 square 
feet; division 3, greater than 25 
square feet to and including 75 
square feet; division 4, greater 
than 75 square feet. 

Laminated or safety glass, com- 
posed of two layers of glass with 
a layer of plastic in between, is one 
of the most indispensable products. 
When the three layers are assem- 
bled and subjected to heat and hy- 
draulic pressure, the plastic be- 
comes colorless. When the pressure 
is released, the panes of glass and 
layer of plastic appear to be a sin- 
gle sheet. The safety factor lies in 
the fact that when the glass is 
cracked or broken the pieces cling 
to the plastic and the glass remains 
within its frame. 

Heat tempered glass is a heavy 
and strong plate glass, which is 
heated uniformly to a certain tem- 
perature and then suddenly chilled 
by blasts of cold air which set up 
a compression in the outer cover- 
ing. This gives much greater 
strength and resistance to impact. 
It is used as doors, glass flooring, 
valances, all kinds of panels, parti- 
tions and firescreens. 

Taking the heat out of the sun- 
shine, heat-absorbing plate glass 
sacrifices none of its light trans- 
mission properties. Less than 43 
percent of the heat of sunshine 
comes in through the use of this 
glass. It is especially useful in 


A stunning modern living room and hallway are created with the 


simple installation of a glass panel. 
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southern and western exposures of 
any building. 

Rolled glass has surface irregu- 
larities and differs in its kind of 
beauty from the brilliantly smooth 
plate glass. Its rough surface is 
made by passing rollers over it in 
the molten state, and is used for 
diffusion of light, where transpar- 
ency is not needed but light is, such 
as in bathrooms, corridors, parti- 
tions, ete. Each pattern has a defi- 
nite purpose in light diffusions. 

Opalescent and decorative, cathe- 
dral glass is a colored rolled glass 
which is used in churches, chapels, 
banks, libraries, mausoleums, etc. 

Wired glass can be either rolled 
or plate glass with a wire-mesh em- 
bedded while the glass is still plas- 
tic. The wire-mesh adds strength 
to the glass and makes it more re- 
sistant to shock. When wire-glass 
is broken, the mesh holds the par- 
ticles of glass together, and acts as 
a fire wall in case of fire. 

Modern building calls for the use 
of tailor-made bent glass. Bending 
glass according to definite needs is 
accomplished by placing the sheet 
of window or plate glass over a 
mold and placing the mold in a lehr 
where it is gradually heated until 
the glass assumes the shape of the 
mold. The mold is made from a 
full size template supplied by the 
person wanting the glass. It is not 
recommended that plate glass be 
bent to a curve exceeding half a 
circle nor to acute bends approach- 
ing right angles. Segments of el- 
lipses, paraboles and compound 
curves can be obtained. All bent 
glass will be accurate for practical 
purposes but will not be microscop- 
ically perfect. 

Glass block is a building material 
which provides abundant diffused 
daylight, ease of cleaning, low 
maintenance cost and adequate in- 
sulation. Glass blocks are hollow 
with a sealed-in dead-air space that 
creates an insulation value approx- 
imately that of a masonry wall. 
They are available in a variety of 
attractive patterns suitable for any 
style of architecture. This product 
is made by shaping two halves in 
molds which are then fused to- 
gether in one block with the auto- 
matic fusing taking place at a very 
high temperature resulting in a 
partial evacuation of the block. 
Panels of glass block are laid with 
ordinary building practices. All 
bonding surfaces are coated with a 
plastic material providing a perma- 
nent bond between the cement mor- 
tar and the glass. Glass block pan- 
els should never be used to carry 
loads other than their own weight 
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When unpacking window glass the dealer 
should always stand the carton on end, care- 
fully removing the top piece. Then holding 
the crate firmly, lift the glass out vertically. 
To remove the protective cardboard container 
from the glass, set the glass on edge and 
draw both sideways. Never work with glass 
in a flat position. The soft protective paper 
between the sheets of glass should always 
be left in place for storage. 


within the limits of allowable panel 
sizes. 

Structural glass is a strong and 
durable glass annealed to withstand 
rigorous use on interiors and ex- 
teriors. This glass is made in a 
wide variety of colors from which 
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attractive patterns can be made. It 











will not craze, check, stain nor 
change its color with age. It is im- 
pervious to grease, grime, oil, 
Construction details for installing glass block. 
GENERAL NOTES 
GLASS BLOCK SIZES:—P C Giess Blocks MORTAR MIX: — Merter for glass blocks 
are available in 53/4", 73/4" and 1134" square shall be (1) pert Portland Comont, one (i) port 
sinws, and ore installed with '/4" enable mortar lime, and hour (4) to sin (6) parts sand all 
conta. mocsured by dry volumes, end integral type 
WALL ANCHOR SPACING: —P C Well “ierProofer, mined te « consistency os stilt 
Anchor shall be spaced os follows a0 will permit goed working, and shall be drier 
For 534” site blocks — Every Sth course Se ae 
For 734” size blocks — Every 3rd course. 
For 1134" size blocks — Every course. 
Ap. AA. 4 
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chemicals, and pencil maks. 
be applied over masonry of almost 
any kind or over metal lath on a 
frame which has received a heavy 
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coat of cement plaster. This glass 
is not suitable for application over 
a wood background. Although most 
large installations of structural 
glass are tailormade at the factory, 
there are smaller ready made hath- 
room and kitchen units which can 
be featured by dealers. 

Thermopane by Libbey-Owens- 
Ford and the Twindow unit by 
Pittsburgh are the most recent ad- 
ditions to the glass family. These 
are both insulating window panes 
composed of two or more panes of 
glass separated by dehydrated air 
space, sealed in by a metal-to-vlass 
bond. These units make more feas- 
ible such developments as the solar 
house, in which large expanses of 
windows facing south are basic 
characteristics of the home. The 
insulating properties make possible 
the use of wider window areas 
without exorbitant fuel losses. 

Glastone represents an adapta- 
tion of structural flat glass. Used 
as a facing, it is bonded and solidly 
anchored to a pre-case block of 
lightweight concrete to provide the 
building world with a glass-faced 
load-bearing masonry unit. Glas- 
tone is also being used for interior 
partition work where solid substan- 
tial-appearing construction is de- 
sired, and as bulkheads in conjune- 
tion with stone and other masonry 
blocks. 


Characteristics of Glass 


Chemically it is one of the most 
stable of materials and will not rot, 
oxidize or disintegrate. It is di- 
mensionally stable; with an ex- 
tremely low coefficient of expansion. 
Its surface is among the world’s 
hardest and smoothest. Nonporous, 
glass will not absorb odors or mois- 
ture. Tempered glass is stronger 
than some metals. A square foot, 
one-fourth inch thick withstands 
pressure of 45 pounds per square 
inch and thermal shock of 466 de- 
grees Fahrenheit. And it will not 
burn. 

Glass Cutting 


Glass cutting is not difficult. It is 
important to have a good cutter or 
steel wheel. Be sure your cutting 
wheel is not knicked, since knicks in 
the wheel will cause a rough-edge on 
glass cut and may result in wastage. 

It is never advisable to retrace a 
cut on glass. Rather than do that, 
if you feel the scratch made by the 
cutter is not a good even one, turn 
the glass over and cut on the oppo- 
site side. If you have made a good 
cut on one side there is no advan- 
tage whatever in turning over to 
cut on the opposite side. 

Keep your cutter in a small can, 
immersed in a mixture of kerosene 
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and light lubricating oil. Place a 
small piece of felt in the bottom of 
the can, so the cutter can rest on 
the felt and not on the metal. 

Experience in cutting will show 
you how much pressure to put on 
the cutter. The best cut is not nec- 
essarily obtained by the hardest 
pressure. Even, steady pressure 
on the cutter will produce the best 
cut. A light, continuous scratch 
across the surface of the glass is all 
that is necessary to make it break 
easily. If you press down too hard 
there will be tiny flakes along the 
cut, which means it will be a poor 
cut. 

Along with your storage racks 
have a steady table, covered with 
felt, so you can cut glass near the 
racks rather than having to take it 
to some other part of the building. 


Storage of Glass 

Glass should never be stored -in 
the basement or damp places. Be 
sure that wherever you store glass 
stocks the room is dry and is not 
subject to rapid or severe tempera- 
ture changes. 

Flat glass should never be stored 
in a flat manner. Special racks 

















should be made so the lights of 
glass are always on edge. These are 
usually in the form of an inverted 
“V” with the size dependent upon 
the sizes of the glass normally han- 
dled. The base of the rack should 
be covered with felt and have a 
channel in which the glass will fit. 
Strips of felt should also line the 
diagonal members rising to the top 
of the rack. It is a wise precaution 
to keep a thin sheet of paper be- 
tween each light of glass wherever 
possible. Storage of glass block is 
best handled by leaving all blocks 
in their shipping containers until 
used. These containers are so con- 
structed to afford maximum protec- 
tion against possible breakage. 

By observing the precautions 
and suggestions in the following 
eleven points, dealers can assure 
themselves of properly handling 
and ordering glass. 


1. Do not allow cases to get wet. 
Dampness and water may cause wa- 
ter marks or stain. 


2. Never slide or drag one piece 
of glass over another. Lift each 
piece clear of the remainder of the 
case or stack. Dragging causes 
scratches. 


3. Never place a piece of glass 
edgewise or flat on a stone, cement 
or metal floor. Such floors may 
cause chips or cracks on the edges. 


4. Never lay tools or extremely 
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INSTALLATION DETAIL OF A 
CORNER PICTURE WINDOW 




















INSTALLATION DETAIL FOR A COMBINATION OF 
PICTURE WINDOW AND OPERATING SASH 
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INSTALLATION DETAIL FOR PICTURE WINDOW EXTENDING 
FROM FLOOR TO CEILING AND FROM WALL TO WALL 
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hard objects on a piece of glass. 


5. Never stack pieces of glass in 
a rack without paper, cardboard or 
wood separators between them. 


6. Always store glass in an up- 
right position. Tops of stacks 
should be covered with paper to 
prevent dust from getting in be- 
tween the glass. 


7. Never slide a glass on a cut- 
ting table. When changing the 
position of a glass, lift it clear of 
the table, put one edge down in the 
desired position and let the other 
side down without sliding. 


8. Keep the work table clean and 
free from glass chips and excessive 
dust. These gritty materials, if 
not removed, may cause scratches. 


9. Always specify the kind of 
glass wanted. 


10. When specifying sizes, the 
width and then the length should be :‘ 
indicated. 


11. All orders for irregular 
shapes should be accompanied by 
full-size paper pattern. ; 
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Remodeling for 





Entrance to the lumber yard. Offices are in 
the frame building at the right. Adjoining it 
are the warehouse and carpenter shop. 


Dealer Gets New Yard--Customers Get Lumber 


N RUNNING a lumber business, 
a little ingenuity sometimes pays 
off in a big way. One example is 
the Lester-Wiley Lumber company, 
Buffalo, Ill. Crowded for space, the 
owner wanted to expand. His cus- 
tomers were clamoring for lumber. 
In a single operation, he doubled 
his storage facilities, improved his 
property and came up with several 
thousand feet of seasoned prewar 
pine. 

Henry S. Wiley, co-owner of the 
company with Mrs. Wiley, found 
his old layout cumbersome and in- 
adequate. The property was 60 feet 
wide and about 190 feet long. At 
either side and one end were ware- 
houses and lumber sheds, forming 
a U which enclosed a driveway and 
a small grass plot. The drive 
turned too sharply to permit a 
truck to make a complete turn. 
Trailers had to back into the yard 
to unload. 





ENLARGES YARD 


MR. WILEY decided to enlarge 
the width to 200 feet, taking over 
some pasture land to the east. This 
meant tearing down the sheds on 
that side. In performing this oper- 
ation he was impressed with the 
soundness of the lumber in the old 
structure. He realized the seasoned 
boards could be disposed of very 
profitably. 

He sold the old lumber board by 
board, saving just enough of the 
poorer pieces to make a framework 
for the new shed. This framework 
he covered with large sheets of «s- 
bestos cement board. The return on 





Top left is the interior of the carpenter shop. 

Below is the exterior of the combinction 

warehouse and carpenter shop, which hos an 

extra wide door for the removal of portable 
buildings. 
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the old lumber paid for all of the 
materials used in the new shed. 

This experiment worked out so 
satisfactorily, Wiley decided to go 
all the way around the lumber yard, 
selling every board on every wall 
and replacing them with asbestos 
board. The result—a brand new 
yard at no extra cost. The old 
board paid for the materials. Wiley, 
his manager, Robert E. Moyer, and 
the yard’s carpenter did the work 
in their spare time. The job took 
a little over a year, but the Lester- 
Wiley company, located in a town 
of 400 population, now has one of 
the most modern and attractive 
yards in the state. 

The new yard is a model of neat- 
ness and efficiency. There is plenty 
of space for the largest truck or 
trailer to move around at will. The 
area within the driveway is being 
turned into a_ beautifully land- 
scaped park, complete with trees, 
bird baths, bird houses, trellis and 
lawn furniture. The trees in time 
will shade the court area. The lum- 
ber is neatly stacked in spacious 
sheds. The sheds themselves have 
been lowered to a height of eight 
feet, with all overhead racks re- 
moved, making for easier loading 
and unloading. A number of trucks 
can load or unload at the same time 
Without inconvenience. 

As an added advantage, the yard 
is now well protected against the 
danver of wind-borne fires. The 
fireproof asbestos board forms a 
protecting wall around the yard. 
This is important as nearby grass 
plots, refuse accumulations and the 
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The two pictures above show the changes made iin the lumber yard. Originally it was long 

and narrow, making it impossible for trucks to drive in. Today it has been enlarged, the 

park adds a note of relaxation, and all of the lumber stocks, except finished items are visible 
from any section. 


An interior view of one section.of a new storage shed. 
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railroad right-of-way are fire haz- 
ards. 


ADDS CARPENTER SHOP 


ANOTHER outstanding improve- 
ment engineered by Mr. Wiley was 
the remodeling of the warehouse 
which stands on the west side near 
the office and its enlargement to 
include an up-to-date carpenter’s 
shop. As remodeled, the entire 
buildin g—approximately 25x50 
feet—is covered with asbestos ce- 
ment board. The same material is 
used to line the carpenter’s shop. 
The shop equipment includes an 
electric bench saw which can 
cut lumber up to 4x4’s. Here the 
carpenter makes hog houses, brood- 
er houses, cattle feeders, lawn fur- 
niture, truck beds, gates and almost 
anything else that farmers or towns 
people need. There is no wasted 
lumber with this end of the busi- 
ness in operation. 

A large folding door extends over 
practically the full width of one 
end of the shop. Thus even a good- 
sized brooder house or other port- 
able building can be constructed 


Left is a diagram of the original layout of 

the yard. Below is the yard as it is today, 

enlarged with a more convenient and pleas- 
ing arrangement. 
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without any difficulty in getting it 
out of the shop. 

The building housing the outer 
office and Mr. Wiley’s private office 
has been completely modernized. 
Wiley’s office is attractively fur- 
nished in decorative insulating 
board. The outer office has walls of 
knotty pine. There are built-in 
closets and storage spaces, hard- 
wood floors and fluorescent lighting, 
Building hardware is displayed in 
the outer office. Tools and glass are 
displayed in the warehouse. 


Finished lumber and moulding 
are stored in enclosed sheds. All 
of the other lumber is kept in open 
sheds and is easily visible from any 
position in the yard. 

Under the old plan a moulding 
storage room stood in the north- 
east corner of the yard. To the 
south was a driveway and a pedes- 
trian passage-way. These have been 
removed and replaced with an open 
storage space for brick and tile. It 
is now necessary for customers to 
enter at the front entrance, where 
they get a full view of the yard and 
the materials available. This, Wiley 
believes, creates a favorable impres- 
sion which will help increase sales 
—when more materials are avail- 
able. 


LUMBER PUT ON CEMENT PIERS 


LUMBER stored in the sheds is 
placed on cement piers, running 
parallel with the rear walls. Ce- 
ment is stored in a weatherproof 
enclosed shed. 


Cement walks have been put in 
leading from the entrance to the 
offices and the warehouse. Rose and 
lilac bushes now surround the of- 
fices and run across the entire front 
of the yard. 

The new lumber sheds were con- 
structed by sinking cedar poles in 
cement at 10 foot intervals and 
nailing a framework of 2x6’s to 
them. The framework then was 
enclosed with 4x8 foot asbestos ce- 
ment boards. The asbestos boards, 
covering 32 square feet for every 
board, were quickly installed. They 
are fireproof, rotproof and rodent 
proof, and will last indefinitely 
without painting or other preserva- 
tive treatment. The roofs are of 
corrugated metal. 

Mr. Wiley and his manager, Mr. 
Moyer, are firm believers in small 
town friendliness. The rose bushes 
and landscaped yard are not merely 
decorative touches. The court is an 
ideal place for a leisurely visit. 
And no customer leaves the yard 
without wearing a rose pinned to 
his lapel by his hosts. 
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Government Policies Assailed At 
Annual Texas Dealer Meeting 


Sixtieth annual session at Galveston attended by more than 2,000. 
S. F. Styles, Houston, succeeds Lynn Boyd, Pampa, as president. 


ITH EMPHASIS on inequi- 

ties for private business and 
justifiable worry over the nation’s 
economic future under existing 
governmental policies and agencies, 
more than 2,000 Texas lumber deal- 
ers, manufacturers and suppliers 
gathered at Galveston April 8, 9 
and 10 for the 60th annual meeting 
of the Lumbermen’s Association of 
Texas. Exhibits were erected and 
business sessions conducted on the 
new $1,500,000 Municipal Pleasure 
pier which extends four city blocks 
into the Gulf of Mexico. 

Highlighting the convention pro- 
gram the first day were addresses 
by President Lynn Boyd, Pampa; 
H. Sim Kelly, Amarillo, and Lamar 
Forrest, president of the National 
Retail Lumber Dealers association. 

PRESIDENT BOYD REPORTS 

PRESIDENT Boyd, in his re- 
port to the membership, expressed 
grave concern over recent develop- 
ments which virtually eliminate the 
legitimate lumber dealer from par- 
ticipation in building activity. Af- 
ter reviewing the circumstances 
which have led to the present criti- 
cal situation, largely of OPA’s cre- 
ation, Mr. Boyd quoted from Ches- 
ter Bowles’ letter to Wilson Wyatt 
in the government’s housing pro- 
gram and commented: “If this isa 
sample of the administration’s en- 
tire program we are going to need 
alot of help, for a long time. When 
Mr. Wyatt took over the building 
program, he asked for $600,000,000 
for subsidies, mainly for prefabri- 
cation, and other needed produc- 
tion. So far, he has not gotten the 
subsidy asked for. From reliable 
authority, we find that existing 
production capacity for building 
materials is more than ample, vro- 
vided capacity is put to work, with 
the aid of price adjustments, which 
we have not had.” 

Continuing, Mr. Boyd said: “The 
Wyatt goal for 1946 can be met, 
and a sufficient supply of materials 
Produced to permit a volume of 
other construction greater than the 
Maximum amount estimated, for 
this vear, by the federal govern- 
meni. Labor disputes may affect 
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Newly-elected President S. F. Styles with retiring President Lynn Boyd talk over association 


affairs with Executive Vice President Gene Ebersole. 


Mr. Boyd was named Texas dealer- 


delegate to the National Retail Lumber Dealers association. 


this forecast. The problem now, is 
to get existing capacity to work. 
The present housing emergency, 
created in Washington, is only tem- 
porary and it must not kill off other 
types of construction. After all, the 
World War II veterans must have a 
job as well as a place to live. But 
we are not getting the capacity 
production that our manufacturing 
plants are capable of putting out. 
Why are we not? Just because the 
bureaucrats in Washington are try- 
ing to run the economy of this 
country of ours. We do not believe 
that they can make a success of it.’ 

After calling attention to the 
resolution adopted by the Texas 
association’s board of directors in 
February asking for complete elim- 
ination of OPA, Mr. Boyd said: _, 

“Mr. Bowles says that only 
‘pressure groups,’ ‘the business as 
usual boys,’ ‘selfish interests,’ and 
the ‘obstructionist attitude of a re- 
actionary few,’ are against his pro- 
gram. While we are gradually 


being forced out of business, I 
wonder just which group we would 
be placed in. . 

“Our industry has built a major- 





ity of the homes in this country in 
the past, yet we are not given the 
opportunity to do the job now. 
Sometimes we feel like ‘giving up’ 
and letting them run our affairs 
from Washington, but this is no 
time to quit. If we lose this pres- 
ent battle, let’s try and get some 
new faces in Washington repre- 
senting this grand state of Texas 
we love so well. 


HITS BLACK MARKET 


“AFTER V-J Day we expected to 
have trouble with trucks from East 
Texas coming out into West Texas 
with lumber and selling it cheaper 
than we could sell, but never did 
Wwe expect them to get $50 more 
per thousand on common yellow 
pine and $160 more on oak flooring 
than we could sell for. At the rate 
they are now coming into our cities, 
our customers will soon be supplied. 
These same truckers pay above 
OPA ceiling for wheat and take it 
back with them. So the railroads 
lose the freight haul on both lum- 
ber and wheat, and it is very evi- 
dent that the Internal Revenue de- 
partment does not collect taxes on 
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railroad right-of-way are fire haz- 
ards. 


ADDS CARPENTER SHOP 


ANOTHER outstanding improve- 
ment engineered by Mr. Wiley was 
the remodeling of the warehouse 
which stands on the west side near 
the office and its enlargement to 
include an up-to-date carpenter’s 
shop. As remodeled, the entire 
buildin g—approximately 25x50 
feet—is covered with asbestos ce- 
ment board. The same material is 
used to line the carpenter’s shop. 
The shop equipment includes an 
electric bench saw which can 
cut lumber up to 4x4’s. Here the 
carpenter makes hog houses, brood- 
er houses, cattle feeders, lawn fur- 
niture, truck beds, gates and almost 
anything else that farmers or towns 
people need. There is no wasted 
lumber with this end of the busi- 
ness in operation. 

A large folding door extends over 
practically the full width of one 
end of the shop. Thus even a good- 
sized brooder house or other port- 
able building can be constructed 


Left is a diagram of the original layout of 

the yard. Below is the yard as it is today, 

enlarged with a more convenient and pleas- 
ing arrangement. 
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without any difficulty in getting it 
out of the shop. 

The building housing the outer 
office and Mr. Wiley’s private office 
has been completely modernized. 
Wiley’s office is attractively fur- 
nished in decorative insulating 
board. The outer office has walls of 
knotty pine. There are built-in 
closets and storage spaces, hard- 
wood floors and fluorescent lighting, 
Building hardware is displayed in 
the outer office. Tools and glass are 
displayed in the warehouse. 


Finished lumber and moulding 
are stored in enclosed sheds. All 
of the other lumber is kept in open 
sheds and is easily visible from any 
position in the yard. 

Under the old plan a moulding 
storage room stood in the north- 
east corner of the yard. To the 
south was a driveway and a pedes- 
trian passage-way. These have been 
removed and replaced with an open 
storage space for brick and tile. It 
is now necessary for customers to 
enter at the front entrance, where 
they get a full view of the yard and 
the materials available. This, Wiley 
believes, creates a favorable impres- 
sion which will help increase sales 
—when more materials are avail- 
able. 


LUMBER PUT ON CEMENT PIERS 


LUMBER stored in the sheds is 
placed on cement piers, running 
parallel with the rear walls. Ce- 
ment is stored in a weatherproof 
enclosed shed. 

Cement walks have been put in 
leading from the entrance to the 
offices and the warehouse. Rose and 
lilac bushes now surround the of- 
fices and run across the entire front 
of the yard. 

The new lumber sheds were con- 
structed by sinking cedar poles in 
cement at 10 foot intervals and 
nailing a framework of 2x6’s to 
them. The framework then was 
enclosed with 4x8 foot asbestos ce- 
ment boards. The asbestos boards, 
covering 32 square feet for every 
board, were quickly installed. They 
are fireproof, rotproof and rodent 
proof, and will last indefinitely 
without painting or other preserva- 
tive treatment. The roofs are of 
corrugated metal. 

Mr. Wiley and his manager, Mr. 
Moyer, are firm believers in small 
town friendliness. The rose bushes 
and landscaped yard are not merely 
decorative touches. The court is an 
ideal place for a leisurely visit. 
And no customer leaves the yard 
without wearing a rose pinned to 
his lapel by his hosts. 


May 11, 1946, AMERICAN LUMBERMAN 
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Government Policies Assailed At 


Annual Texas Dealer Meeting 


Sixtieth annual session at Galveston attended by more than 2,000. 
S. F. Styles, Houston, succeeds Lynn Boyd, Pampa, as president. 


ITH EMPHASIS on inequi- 

ties for private business and 
justifiable worry over the nation’s 
economic future under existing 
governmental policies and agencies, 
more than 2,000 Texas lumber deal- 
ers, manufacturers and suppliers 
gathered at Galveston April 8, 9 
and 10 for the 60th annual meeting 
of the Lumbermen’s Association of 
Texas. Exhibits were erected and 
business sessions conducted on the 
new $1,500,000 Municipal Pleasure 
pier which extends four city blocks 
into the Gulf of Mexico. 

Highlighting the convention pro- 
gram the first day were addresses 
by President Lynn Boyd, Pampa; 
H. Sim Kelly, Amarillo, and Lamar 
Forrest, president of the National 
Retail Lumber Dealers association. 

PRESIDENT BOYD REPORTS 

PRESIDENT Boyd, in his re- 
port to the membership, expressed 
grave concern over recent develop- 
ments which virtually eliminate the 
legitimate lumber dealer from par- 
ticipation in building activity. Af- 
ter reviewing the circumstances 
which have led to the present criti- 
cal situation, largely of OPA’s cre- 
ation, Mr. Boyd quoted from Ches- 
ter Bowles’ letter to Wilson Wyatt 
in the government’s housing pro- 
gram and commented: “If this is a 
sample of the administration’s en- 
tire program we are going to need 
alot of help, for a long time. When 
Mr. Wyatt took over the building 
program, he asked for $600,000,000 
for subsidies, mainly for prefabri- 
cation, and other needed produc- 
tion. So far, he has not gotten the 
subsidy asked for. From reliable 
authority, we find that existing 
production capacity for building 
materials is more than ample, vro- 
vided capacity is put to work, with 
the aid of price adjustments, which 
we have not had.” 

Continuing, Mr. Boyd said: “The 
Wyatt goal for 1946 can be met, 
and a sufficient supply of materials 
produced to permit a volume of 
other construction greater than the 
Maximum amount estimated, for 
this year, by the federal govern- 
meni. Labor disputes may affect 
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Newly-elected President S. F. Styles with retiring President Lynn Boyd talk over association 


affairs with Executive Vice President Gene Ebersole. 


Mr. Boyd was named Texas dealer- 


delegate to the National Retail Lumber Dealers association. 


this forecast. The problem now, is 
to get existing capacity to work. 
The present housing emergency, 
created in Washington, is only tem- 
porary and it must not kill off other 
types of construction. After all, the 
World War II veterans must have a 
job as well as a place to live. But 
we are not getting the capacity 
production that our manufacturing 
plants are capable of putting out. 
Why are we not? Just because the 
bureaucrats in Washington are try- 
ing to run the economy of this 
country of ours. We do not believe 
that they can make a success of it.” 
After calling attention to the 
resolution adopted by the Texas 
association’s board of directors in 
February asking for complete elim- 
ination of OPA, Mr. Boyd said: _, 
“Mr. Bowles says that only 
‘pressure groups,’ ‘the business as 
usual boys,’ ‘selfish interests,’ and 
the ‘obstructionist attitude of a re- 
actionary few,’ are against his pro- 
gram. While we are gradually 


being forced out of business, I 
wonder just which group we would 
be placed in. , 

“Our industry has built a major- 





ity of the homes in this country in 
the past, yet we are not given the 
opportunity to do the job now. 
Sometimes we feel like ‘giving up’ 
and letting them run our affairs 
from Washington, but this is no 
time to quit. If we lose this pres- 
ent battle, let’s try and get some 
new faces in Washington repre- 
senting this grand state of Texas 
we love so well. 


HITS BLACK MARKET 


“AFTER V-J Day we expected to 
have trouble with trucks from East 
Texas coming out into West Texas 
with lumber and selling it cheaper 
than we could sell, but never did 
we expect them to get $50 more 
per thousand on common yellow 
pine and $160 more on oak flooring 
than we could sell for. At the rate 
they are now coming into our cities, 
our customers will soon be supplied. 
These same truckers pay above 
OPA ceiling for wheat and take it 
back with them. So the railroads 
lose the freight haul on both lum- 
ber and wheat, and it is very evi- 
dent that the Internal Revenue de- 
partment does not collect taxes on 
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the profits involved in these trans- 
actions. 

“Most of the truckers that we 
have seen and talked to are World 
War II veterans, and they tell us 
they have to pay more at the mill 
for the lumber they haul than our 
retail prices. They say the mills 
they buy from state that they can- 
not operate and sell at OPA mill 
ceiling prices. They must either 
go the black market route or quit. 
Yet, the legitimate dealer has 
empty sheds, with black market 
lumber going by his yard daily. 
Fence posts have been trucked into 
West Texas for four years and sold 
at 50 per cent above the dealers 
OPA ceiling price. This has been 
reported to OPA time and again, 
yet nothing has been done about it. 
Brick and tile have been sold at 
twice the OPA ceiling prices. 


DEALERS BYPASSED IN BUILDING 


“YES, the building boom is now 
on in Texas, but we, the legitimate 
dealers and builders, cannot partici- 
pate to any great extent. As much 
as we would like to do the building 
job of which we are capable, we 
must obey the regulations as best 
we know how. Yet, due to the com- 
plicated orders coming out of Wash- 
inton, it is not possible to comply 
perfectly, and we are apt to be 
accused of technical violations and 
considered guilty. 

“The limitation order effective 
March 26 merely adds to the con- 
fusion already created by the many 
complicated orders recently issued. 


It does nothing about the black 
market traffic, nor does it increase 
production, which is the only an- 
swer to the building problem. 

“With the facts and testimony, 
which they cannot possibly ignore, 
that have been placed before our 
representatives in Washington, it 
is hard to see how they can extend 
OPA. But, if they do, let’s hope 
that the law will be amended and 
made practical and workable. If 
this is not done now, we must con- 
tinue to let the public know the 
true facts, and trust to their judg- 
ment, that our constitutional rights 
may be preserved,” Mr. Boyd con- 
cluded. 

Following President Boyd’s ad- 
dress, H. Sim Kelly paid a fine 
tribute and gave some timely ad- 
vice regarding veterans of World 
War II. He was followed on the 


Monday afternoon program by 
Lamar’ Forrest, president of 
NRLDA, who summarized _ the 


strenuous efforts being made by the 
national office to fight the govern- 
ment’s interference in _ business, 
especially OPA’s unrealistic pricing 
policies, and the government’s ef- 
forts to control the housing indus- 
try. He reviewed the National Af- 
fairs committee setup of the 
NRLDA and expressed appreciation 
for the efforts being put forth by 
members of that committee. 


NRLDA PRESIDENT SPEAKS 


MR. FORREST cited some fig- 
ures regarding the Wagner-Ellen- 
der-Taft bill to show that it will 


Present officers of the Texas Lumbermens association as chosen at the sixtieth annual meeting. 

Left to right, seated: S. F. Styles, president and Lynn Boyd, dealer-delegate to the National 

Standing, left to right: Gene Ebersole, Houston, executive vice president; Verner McCall, Houston, 

treasurer; Gene Klein, Amarillo, acting sergeant-at-arms; H. L. Stokely, Brownsville, second vice 

president, and W. B. Henderson, Fort Worth, third vice president. First Vice President Winfield 

Oldham, Dallas, was unable to attend the convention because of a sudden death in his organ- 
ization. 
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cost the nation, if passed, $10,000 
per hour 24 hours a day for 45 
years just for the rent subsidies, 
The total cost of the bill will be 
about $6,022,000,000 or $25,298 per 
hour for 45 years. The president of 
NRLDA expressed the opinion that 
government is veering more and 
more away from a favorable atti- 
tude toward business and that the 
National is counteracting this in 
every way possible. He mentioned 
the publicity program of the Na- 
tional which includes radio, news- 
paper, magazine and their own 
Home magazine which will appear 
in May for distribution by retail 
dealers. 

With a warning that businegs- 
men must pay more attention to 
the labor situation, Mr. Forrest 
called attention to the minority in 
labor’s ranks who do not favor the 
free enterprise system which built 
America. He called for more just 
labor legislation that would subject 
labor to all the anti-trust laws 
business must obey now. He feels 
Congress is the only hope of the 
nation for clarification of the pres- 
ent muddled picture. 

Mr. Forrest concluded his re- 
marks by expressing the wish that 
less effort would be made to set 
veterans aside as a separate group 
because after all if they reap bene- 
fits from government they also 
must assume all the liabilities from 
which these benefits stem. In the 
end, he said, the building industry 
of America may have to build the 
houses for veterans in spite of the 
government instead of with gov- 
ernment cooperation. 

Tuesday forenoon at the Texas 
meeting was devoted to the show- 
ing of three films—the BMEA— 
AMERICAN LUMBERMAN film on 
store and yard modernization and 
with some preliminary remarks by 
B. H. Wambolt, field editor of 
AMERICAN LUMBERMAN;; the film on 
Modular Standards for Sash and 
Doors, presented by M. W. Stein- 
bauer of the National Door Manu- 
facturers association and a movie 
presented by the Ross Carrier com- 
pany. 

HEATING CLINIC 

TUESDAY afternoon was de- 
voted entirely to A Merchandising 
and Heating Clinic staged by Ralph 
Carney of the Coleman company, 
Wichita, Kans. Mr. Carney kept 
the packed auditorium interested 
for two hours while he lectured on 
merchandising home appliances and 
the proper installation of heating 
equipment for homes. It was one 
of the highlights of the meeting. 

The concluding business session 
Wednesday forenoon was opened 
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E. H. Lengfeld, Houre Lumber company, Temple and E. Paul Jeanes, Clay Building Material 
company, Comanche, met an old friend of all the Texas dealers—Eli Wiener of the Wiener 
Lumber company, Dallas—in front of the American Lumberman booth. 


with an address by L. C. Hart, pres- 
ident of the Producers council and 
vice president-general sales man- 
ager of Johns-Manville, who stated 
we can get building materials just 
as soon as the government bureau- 
crats change their policies and 
labor goes back to work. “We are 
willing to accept government help, 
but we do not want government 
control,” Mr. Hart emphasized. “We 
want the kind of help we got from 
FHA during the ’30’s.” He con- 
cluded by calling attention to the 
Producers’ council survey revealing 
production facilities on building 
materials were ample to supply all 
current needs but that they were 
not operating at capacity because 
of unrealistic government policies. 

Ed. G. Gavin, editor of American 
Builder, talked on Looking Ahead 
at Home Building in 1946. He 
pointed out the entire outlook is 
badly clouded by government-cre- 
ated uncertainties and hamstring- 
ing policies, conceived in the minds 
of impractical bureaucrats and 
jammed down the throats of Amer- 
icans by super-expert propagandists 
like Chester Bowles and Wilson 
Wyatt. Mr. Gavin reminded the 
Texas dealers most persons feel we 
have licked all our enemies—lItaly, 
Germany and Japan—but we have 
a fourth enemy still to lick before 
the war can be termed at an end. 
That fourth enemy consists of the 
bureaucrats in Washington, and he 
Warned unless that fourth enemy, 
born and grown to mammoth pro- 
portions under wartime conditions, 
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is licked, the war is not over for 
true Americans. 


APPEAL FOR FREE ENTERPRISE 

CONCLUDING address of the 
1946 Texas convention was deliv- 
ered by G. H. Zimmerman, Wm. 
Cameron company, Inc., Waco, who 
warned not only private industry, 
but the nation is at the very thresh- 
old of a planned economy. In a stir- 
ring, sincere appeal for a return to 
government policies to encourage 
private enterprise and individual 
initiative in business, Mr. Zimmer- 
man emphatically pointed out our 





present government leaders are not 
interested in a return to prewar 
freedoms but are striving hard to 
further entrench themselves with 
their program for a planned econ- 
omy. At the conclusion of his ad- 
dress Mr. Zimmerman’s fellow lum- 
bermen accorded him the biggest 
ovation received by .any speaker 
during the convention. 

S. F. Styles, Temple Lumber 
company, Houston, was elected 
president to succeed Lynn Boyd, 
Pampa, who served two terms. 
Other officers named are: Winfield 
Oldham, Dallas, first vice president; 
H. L. Stokely, Brownsville, second 
vice president; W. B. Henderson, 
Fort Worth, third vice president; 
Verner McCall, Houston, treasurer ; 
Jack Ray, Waco, sergeant-at-arms ; 
Gene Klein, Amarillo, acting ser- 
geant-at-arms; Gene Ebersole, 
Houston, executive vice president 
and Jack Dionne, Houston, honor- 
ary secretary. 

One of the convention features 
which drew a tremendous amount of 
attention was the assignment as 
prizes to ten dealers at the meeting 
the privilege of buying one car 
each of lumber at legal ceiling 
prices. Another feature of interest 
to lumbermen was the arrival of a 
5,000-pound shipment of lumber by 
airplane from Long Bell Lumber 
company, Longview, Wash.,_ to 
Maurice Angley Lumber company, 
Galveston, during the convention. 
Proceeds from the sale of the lum- 
ber went to start a fund for the 
erection of a memorial to Texas 
lumbermen who died in service in 
World War II. 


W. B. Fergusen and S. M. Milstead, Burton-Linge company, Fort Worth, enjoy a few pleasant- 
ries with NRLDA President Lamar Forrest, Lubbock. 














FHA Eases Loan Requirement To 


Speed Additional Housing Units 


What dealer can do to encourage property owners 


IMiNG TO INCREASE the 


number of available living 
units as quickly as_ possible 
through remodeling and_ repair 


of existing structures, the Federal 
Housing administration has liber- 
alized Title I insurance. 

Under the amended program as 
outlined in a handbook for dealers, 
contractors and financial institu- 
tions by FHA, loans may be 
granted up to $5,000 for a term 
of seven years. 


REQUIREMENTS NAMED 

FHA STIPULATES that prop- 
erty to undergo remodeling or re- 
pair under amended FHA regula- 
tions must qualify as follows: 

1. It must be in a war housing 
area so designated by the Presi- 
dent. 

2. The improvements must pro- 
vide additional living accommoda- 
tions. 

3. Occupancy priority must be 
given to veterans of World War II. 

Although a good many new 
homes will be built for veterans, 
it is often preferable to remodel 
or convert existing homes into 
small apartments. Beside  old- 
fashioned spacious _ residences 
almost any type of permanent struc- 
ture may lend itself to this pro- 
gram—warehouses, business prop- 
erties, etc. 

Prospects will be found by ac- 
tive canvassing, by advertising in 
newspapers, by radio, by direct 
mail and by telephone solicitation. 
Since the average property owner 
cannot estimate quantities and is 
unfamiliar with regulations aris- 
ing out of the war, the dealer can 
be of assistance by quoting one 
price for a remodelirmg job. He 
can present the owner with sketches 
and help him fill out the required 
forms for priorities and financing. 

There are two types of Title I 
loans: the direct-to-borrower loan 
and the dealer originated loan. In 
the first, the borrower obtains an 
estimate from a dealer and then 
goes directly to the lending insti- 
tution he chooses. There, the pro- 
ceeds of the loan are disbursed di- 
rectly to him, and he in turn pays 


72 


to “Remodel for 


his contractor or dealer upon com- 
pletion of the work. 


DEALER ORIGINATED LOAN 


THE SECOND type of loan— 
the dealer originated loan is the 
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Remodel for Ex-Servicemen 


There's an urgent neec to nouse Veterans 
and their families NOW. If there's extra 
space in your home, let us show you now easy 
it will be to remodel it into quarters for 
some SOLDIER, SAILOR, OR MARINE FAMILY. 


We'll give you, without obligation, sugges- 
tions on the most practical, economical way 
to make use of your extra space - plus a 
complete estimate of the cost. Remember 
the improvements can be 
financed onthe FHA "Re- 
model for Veterans” plan. 
Which means you can pay 
for them out of rental 
income. 

Here's an investment in 
the future that's needed 
NOW. Call us, today! 





ADVERTISER 


ADDRESS 


PHONE No 











core of the dealer’s participation in 
the Title I program. Following is 
the step-by-step outline of the 
proper way to make a dealer origi- 
nated loan. 

1. Compute the total cost of the 
job—make estimate and quote 
monthly payments. 

2. Have customer complete Title 
I credit application. 

3. Send completed credit appli- 
cation to lending institution for 
credit investigation. 

4. Dealer completes the work. 

5. Have customer sign a Bor- 
rower’s Completion certificate. 
Dealer signs a Dealer’s Completion 
certificate. Both certificates and 
note are presented to the lending 
institution. 

6. Lending institution advances 
money to dealer. 

Facilities of FHA Title I are 
especially designed to encourage 
remodeling of structures for the 


Veterans” 


is outlined below. 


housing of veterans. General re- 
pairs, improvements and remodel- 
ing of any existing structures may 
be financed with the proceeds of 
Title I, Class I (a) loans in 
amounts up to $2,500 with maxi- 
mum maturities of three years and 
32 days. 

If the structure is to be re- 
modeled is within a war housing 
area designated by the President 
and if additional living accommo- 
dations will be made available to 
veterans as the result of remodel- 
ing, Class I (b) loans up to a maxi- 
mum of $5,000 can be had. These 
loans have a maximum maturity of 
seven years, 32 days. 

The financing charges on Class 1 
(a) and 1 (b) loans of $2,500 or 
less cannot be for more than the 
equivalent of five dollars discount 
for $100 on a one-year monthly 
payment note. On Class 1 loans of 
over $2,500 the financing charge 
cannot be more than four dollars 
discount. 

MAKING SALES 


FHA SUGGESTS at least one 
member of your organization 
should be thoroughly familiar 
with the FHA plan. 

Sales under the FHA plan are 
made as follows: 

1. With the gross charge and 
discount table provided by the lo- 
cal lender or by the FHA, you can 
determine the monthly payment 
required for repair jobs in any 
amount. 

2. If the monthly payment re- 
quired is well within the monthly 
income of the prospect, you may 
(a) arrange an interview for the 
prospect with a local lender or (b) 
have the prospect make out the re- 
quired FHA Title I credit appli- 
cation (Form FH-1). These forms 
are obtainable from financia! in- 
stitutions. 

In order to reach the property 
owner quickly and convince him of 
the importance of remodeling for 
the veterans, it is suggested the 
dealer undertake a sustained news- 
paper advertising campaign and 
perhaps arrange with local radio 
station for spot announcements. 
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44’ McDONOUGH VERTICAL BAND RESAW 


BELT OR MOTOR DRIVEN 





Made left hand only. Power Required: 20 H. P. 
Bearings: Heavy duty ball bearings. Saws: 5” wide; #19 ga.; 23 ft. 4” long, 
Wheels: 44” diameter; 4!/.” face to carry 13%4” teeth. Saws not furnished as regu- 
5” saw, taper bored. lar equipment but carried in stock as 
Top Wheel Shaft: Alloy steel, 23%” in extra for convenience of users. 
bearings on each end. Feed Rolls: Four driven rollers 4!/2” diam- 
Lower Wheel Shaft: Alloy steel, 3!/2” full eter with Independent adjustment for 
length, supported on outside of wheel alignment with saw. 20 to 75 lin. ff. 
by hanger from column, to eliminate per min. 
overhanging wheel. Maximum opening 12!/.”—6'4” each side 
Saw Strain: Sensitive knife edge type with of saw line. Inside rolls flexibly mounted 
gauge to Indicate strain. for gauge sawing. 
dL ides: i i Can be set for center or gauge sawing 
» —" See ren Sy and tilt for bevel siding. 
Maximum Depth of Cut: 25”. Feed Roll Drive Mechanism: Variable 
Extreme Height from Floor Line: 6 ft. 3!/2”. speed, self contained, friction drive 
Floor Space Required: 4 ft. 10'%"x5 ft. 1”. mounted inside of column, exclusive on 
Speed: 600 R. P. M. this resaw, eliminates danger of contact 


with large number of moving parts ex- 
posed on all competing machines. 

Belt Drive Machine with 16”x8'/.” pulley: 
Net weight 5,000 Ibs.; shipping weight, 
skidded and crated, 5,400 Ibs. 

Motor Driven Machine: with built-in 20 H. 
P. electric motor and "'V" belt drive; 
net weight 5,800 Ibs.; shipping weight, 
skidded and crated 6,200 Ibs. Starting 
switches and controller not furnished. 





Write for Complete Information 








& McDonough 
2 Manufacturing Co. 


INCORPORATED 1888 
EAU CLAIRE, WISC. 











Get Lumber to 
Yard, Shed, Kiln / 


Here is everything you want in an Industrial Wheel Tractor— 


SPEED — fast-travelling speeds cut hauling time...up to QUICK-HITCH DRAWBAR — tractor backing into 
10 m. p.h.... three forward, one reverse. load trips automatic coupler. Handy rope trip un- 


; hitches. Coupler adjustable to various heights. 
POWER— 1314 drawbar h. p.... ample for pulling heavy 


loads; pushing cars into dry kilns. VARIABLE TREAD WIDTHS —choice of four. 
from 401/9” to 521/9”...achieved by merely changing 


ECONOMY—<a mass production tractor...costs less to positions of rims on rear wheels. 


own, service, operate. Uses less than a gallon of 

Sut cn: teen. AUXILIARY EQUIPMENT — pusher plate, broom, 
snow plow available for mounting on steel frame 
++. widens usefulness. Power take-off and belt 


SHORT TURNING RADIUS—:soves time maneuver- 


ing in close quarters... 7-foot turning radius. 


pulley attachments also available. 


: Let your experienced Allis-Chalmers dealer explain 
f . the time and money saving possibilities of the 
3 T 


RACTOR DIVISION © MILWAUKEE 1, U.S. A. popular IB. 
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Industry Steps Forward 
(Continued from Page 56) 


educational program of this move- 
ment to integrate the industry. It 
was stated clearly by several indus- 
try representatives that where 
there has been difficulty in obtain- 
ing approval by dealer groups of 
the Pledge it was undoubtedly due 
to faulty presentation. One repre- 
sentative dealer commented: “I do 
not believe the average lumber 
dealer would object to this pledge 
in any manner if the first thing in 


the Pledge had been emphasized— 
‘I pledge to do this within the scope 
of my ability and my resources’— 
even though there are many things 
in the Pledge that any number of 
dealers would be unable to fulfill.” 

The committee also went into 
considerable detail in a discussion 
of the various training and ap- 
prenticeship programs for the light 
construction industry now under 
way. W. C. Bell, secretary of the 
Western Retail Lumbermens asso- 
ciation described the course of 
training initiated by that organi- 








HERE’S WHAT HAPPENS WHEN YOU USE 
Weather-tight bolts tu wood 


Head of a Lamson Weather-tight bolt (A) 
seats flush with wood surface—without 
counter-boring—when pulled down tight. 
Note (B) indentations in wood surface 
beneath head of bolt where concentric 
V-shaped ribs, underneath head of bolt, 
seal against entrance of moisture and help 
seat bolt head smooth with surface. Head 
cannot “cup”, bend or break off—ribs 
beneath head increase its strength. And 
here’s (C) what the inside of the bored 
hole looks like if you cut the test block in 
two after removing the Weather-tight bolt. 
See how the tapered, splined shank bites 
deep into the wood and why it prevents 
bolt turning when nut is applied or re- 


moved. You do not counter-bore when you 
use Weather-tight bolts—eliminating the 
cost, and avoiding the depressions which 
collect dirt and moisture, which rot the 
wood and rust the bolt. Lamson W-T 
bolts will not split or splinter the wood. 
They increase the “eye-appeal” of your 
product and reduce your costs. Ask for 
samples and make up an assembly, then 
ask your salesmen if it isn’t a better 
looking job which they can sell more 
easily. Weather-tight bolts are made in 
34” to 34” diameters, any length, with 
large or small heads, in plain or plated 
steel—and in brass or bronze on special 
orders. 


THE LAMSON & SESSIONS COMPANY, 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 


BOLTS AND NUTS * LAG SCREWS + WEATHER-TIGHT BOLTS * STOVE BOLTS + FURNITURE BOLTS 


LAMSON & SESSIONS 


Ask your Jobber for the Lamson Line 


SPECIALS * WASHERS * CHAIR AND LADDER RODS + COTTER PINS * STEP AND ELEVATOR BOLTS 
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zation at the University of Wash- 
ington, outlined in detail else. 
where in this issue. 


COMMITTEES NAMED 


AT THE conclusion of the two- 
day session specific project com- 
mittees were appointed as follows: 

Package engineering — G. M. 
Fletcher, Stanley Works, New 
Britain, Conn.; Lynn Boyd, lumber 
dealer, Pampa, Texas; R. E. Sa- 
berson, Weyerhaeuser Sales com- 
pany, St. Paul; Charles Hummer, 
lumber dealer, Chester, Pa.; 
Charles T. Bridgman, Mason City 
Brick & Tile company, Des Moines, 
Iowa; Earl E. LeValley, lumber 
dealer, Bellingham, Wash. The 
secretary-managers of the NRLDA 
and the Producers council are also 
ex-officio members of this commit- 
tee. 


Public relations, publicity and 
consumer relations—C. Dean 
Lowry, Libbey-Owens-Ford Glass 


company, Toledo; Ned Ball, secre- 
tary, Louisiana Retail Lumber 
Dealers association, New Orleans; 
E. H. Van Duzee, National Gyp- 
sum company, Buffalo; A. O. Shel- 
don, lumber dealer, Salt Lake City; 
Paul DeVille, lumber dealer, Can- 
ton, Ohio; Walter J. Wood, E. L. 
Bruce company, Memphis; Matt 
Denning, E. I. duPont de Nemours 
company. 

General education—A. A. Hood 
and C. I. Cheyney, lumber dealer, 
Bluefield, W. Va., co-chairmen; 
W. C. Bell, secretary, Western Re- 
tail Lumbermens association, Seat- 
tle; C. B. McGehee, Truscon Steel 
company, Youngstown, Ohio; Paul 
Collier, secretary, Northeastern 
Lumbermens association, Roches- 
ter, N. Y.; Hawley Wilbur, lumber 
dealer, West Allis, Wis.; G. M. Cur- 
tis, Curtis companies, Clinton, 
Iowa; R. E. Saberson, Weyer- 
haeuser Sales company, St. Paul; 
E. H. VanDuzee, National Gypsum 
company, Buffalo; R. A. Jones, ex- 
ecutive director, Middle Atlantic 
Lumbermens association, Philadel- 
phia, Pa. 

The joint committee of the 
NRLDA and the Producers council 
working toward closer coordina- 
tion and integration of all seg- 
ments of the light construction in- 
dustry before adjournment in 
Chicago definitely decided to con- 
duct another such meeting early 
this fall to receive reports on work 
done by the above committees and 
to formulate further plans for ac- 
tion in bringing about the objec- 
tives of this manufacturer-retailer 
group in the industry. 
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The Titan Power Saw is a whiz at falling, bucking and 
undercutting. It speeds up. all your timber opera- 
tions. The Titan saves you money, is fast as light- 
ning, whips right through timber of all diameters. 
This rugged chain saw has no delicate exposed 


parts to snag. foul or break. It is equipped with 
spark arresters. You can expect fine performance 
under toughest operating conditions with the Titan 


Power Chain Saw. Distributors Throughout the United States 


MILL AND MINE SUPPLY CO. 


2700 FOURTH AVE. SOUTH 


Cut “Timber-- Cut Cots 
TITAN CHAIN SAWS 


ModelJ— 6 H.P.— 88lb Weight 
Model E— 10H.P.— 105 lb Weight 
(For heavy duty) 





SEATTLE 4, WASH. 














ORDER 
NOW! 


FOR USE THIS 


SPRING and SUMMER 


Hot, dry weather increases 
the fire hazard. Be pre- 
pared to fight fires in 
woods, mills, buildings. 
Get an ample supply of 
INDIAN FIRE PUMPS now. 
They are the best fire in- 
surance you can buy. 


Catalog and copies of 
many testimonials from 
users all over the U. S. 
will be sent upon request. 


Look Out for Fire 











“INDIAN FIRE PUMPS 


are without an equal 


ADJUSTABLE NOZZLE 


Throws. Powerful Straight Stream 30 to 50 
Feet or Spray as Needed 


Just keep big 5 gal. rust proof tank filled with clear water 
and you are always ready for action. No chemicals needed. 
INDIANS are used by U. S. Forest Service, fire departments, 
Army and Navy. 


According to 

Hope H. Ford, Camp Director 
Camp Currier 

Hernando, Miss. 





FOR INTERIOR AND OUTDOOR 
FIRES OF ALL KINDS 


Mr. Ford has had ample opportunities to see the 
great job INDIAN FIRE PUMPS do in putting 
out grass, forest and building fires. He knows 
they can be depended upon to protect property 
far removed from outside fire fighting agencies. 
You, too, will be highly pleased with INDIAN 
FIRE PUMPS. They use only clear water. 


Send for catalog and copies of testimonial 


D. B. SMITH & CO., 412 Main St., Utica, N. Y. 


Pacific Coast Branch HERCULES EQUIP. & RUBBER CO., 435 Brannan St., San Francisco, Cal. 
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Looking for a Profitable Sideline? 

WE ARE one hundred percent 

as far as ‘trade relations’ 
are concerned,” said a lumber 
manufacturer recently. “We haven’t 
a single satisfied customer.” 

Nor does the observation stop 
with lumber. It runs the gamut of 
practically everything that is made. 
Who among us can buy what he 
wants, when he wants it, and as 
much as he needs of whatever it is? 

There is one notable exception, 
according to the full page ads ap- 
pearing in many newspapers and 
magazines (running from $2500 to 
$7500 per shot)—countless per- 
fumes, with alluring names, that 
promise spectacular results. One 
whiff is guaranteed to work won- 
ders. A bottle the size of your 
little finger sells for $50 to $100, 
and the quantity appears to be un- 
limited. The Clinic recently figured 
up more than $10,000 worth of such 
advertising in a single issue of a 
New York daily. 

With more and more department 
stores going into the business of 
selling homes and building ma- 
terials, perhaps lumber dealers 
should consider putting in a “par- 
fum department.” Under the di- 
rection of a snappy telephone oper- 
ator it might prove to be the miss- 
ing merchandising link in the lum- 
ber yard. 

* * * 

Question of the hour: Who will be 
selling what when things return to 
“normal”... if they ever do? 

% * %* * 
Advertising Tragedy 
PEAKING of current advertis- 
ing (of which there is gobs) 
and what it accomplishes (of which 
there appears to be no limit) re- 
minds us again of the avid reader 
of the advertising pages who spent 
$300 curing a bad case of halitosis 
only to discover that people didn’t 
like him anyway. 
* * * * 

Controls Continue to Backfire 

HE FUTILITY of beaurocratic 

planning as a means of relief 
from shortages of whatsoever kind 
becomes more apparent daily as the 
rules and regulations fail to work 
out as intended. Example: The 
pricing provision which allows saw- 
mills to charge more for lumber 
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that is called for by nearby truck- 
ers than they could if the same 
lumber was loaded on cars to be 
shipped to distant lumber dealers. 
Result: Lumber is flowing to areas 
closest to the sources of supply, 
and that’s where the house building 
is going on. The farther south you 
go, the more houses you see under 
construction. The same thing is 
true on the Pacific coast. By what 
line of reasoning the planners as- 
sumed it could be otherwise has not 
been explained satisfactorily by be- 
wildered bureaucrats. 


* % * * 
Since reading the April issue of 
Fortune magazine the Clinic’ is 


convinced that the housing industry is 
due for drastic changes in the years 
to come. 
* * % * 

Tommorrow's "Well Trained Servant" 

FTER READING the above 

mentioned issue of Fortune, 

we picked up a 40-page booklet en- 
titled Electrical Living published 
by Westinghouse. It made equally 
good reading. Lighting progress is 
shown in pictures illustrating the 
use of the pine torch, tallow can- 
dles, kerosene lamps, gas lights . 
and finally electricity—eiling light- 
ing fixtures, cove lighting, window 
valance lighting, table lamps, floor 
lamps, bookcase lighting, fluores- 
cent wall lighting, bed lights, night 
lights, automatic closet lights, 
dresser lights, house number and 
step lights, entrance lighting, ga- 
rage lighting, outdoor living light- 
ing. A long jump from the pine 
torch! 

But there is far more to the story 
than lighting alone. Adequate wir- 
ing in tomorrow’s homes must 
make provision for _ television, 
clocks, portable heaters, portable 
fans, radios, air conditioning unit, 
toaster, coffee maker, waffle baker, 
electric range, refrigerator, roast- 
er, mixer, dishwasher, garbage dis- 
poser, ventilating fan, laundromat, 
clothes dryer, ironer, hand irons, 
hot plate, sewing machine, steilamp, 
heating pad, electric blanket, sun 
lamp, heat lamp, curling iron, fur- 
nace blower, precipitron air clean- 
er, water hater, home freezer, 
vacuum cleaner, electric tools. 

A dream? Not at all. With a 
single exception (television) all of 





these servants are now at work in 
many homes, and most of them wil] 
be included even in the average 
home of the near future. . . pro- 
vided, of course, the wiring is ade- 
quate—a feature which should be 
included in every good set of plans. 

Too bad the houses that are being 


built today aren’t the houses of to- 
morrow. 


Ye x x 


Dangerous Curve Ahead 
LL THOSE boxlike structures, 
jammed up so closely together, 
that now are being built of what- 
ever materials are available, re- 
gardless of whether they are suit- 
able or not, come a mighty long way 
from being the miracle homes we 
read so much about during the 
war. Worse than that, they are 
even inferior to prewar houses al- 
though they cost nearly twice as 
much. All of which means that, 
when the current tumult and shout- 
ing has died down, several hundred 
thousand home owners will find 
they can build an efficient, quality 
home, filled with countless, comfort- 
giving conveniences for less money 
than they owe on the junky house 
they were forced to buy in order to 
get a place to live. To our unim- 
portant way of thinking, this hard- 
ly seems an appropriate reward for 
the returning veteran. 
* * * * 
War Time Nest Eggs Disappearing 
ETAIL DEALERS are usually 
the first to sense changes in 
the economic status quo, and our 
grocer tells us that more and more 
of his customers are asking him to 
“charge it until the first of the 
month.” That wouldn’t be much 
cause for concern were it not for 
the fact that an increasing number 
each month are asking him if it 
will be all right “to pay half now 
and the balance later.” 

“They’ve already used up the 
wartime nest egg if they ever had 
one and are up to their old tricks,” 
he insists. 

That same noon the line in front 
of the window where war bonds are 
cashed extended half way across 
the bank lobby. 

“It’s getting longer every day,” 
said an official as we expressed sul- 
prise concerning its length. 
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SALES AND - MERATURE 


PRODUE, 


Farmstead Planning 

A set of building models have 
been developed for prospective 
builders of farm homes and farm 
buildings. With the models it is 
possible to try several different ar- 
rangements for each _ individual 





The models are useful for 


farm. 
exhibits or displays, for teaching 
or conducting demonstrations and 
for studying various possible ar- 


rangements of buildings. The new 
planning aid consists of a set of 
seven scale models of buildings 
printed in two colors on cardboard. 
The illustration shows a prelimi- 
nary handmade set of blueprinted 
models arranged to represent the 
buildings on a typical farmstead. 
This planning aid No. 459 is avail- 
able for sixty cents per set, from 
the Department of Agricultural 
Engineering, University of Illinois, 
Urbana, II. 


Fiberglas Roofing Material 

A Fiberglas roofing mat, to be 
employed as a carrying and rein- 
forcing agent for bitumen in roof- 
ing applications has been an- 
nounced. The mat is composed of 
a jackstraw arrangement of glass 
fibers bonded into a uniform felted 
sheet. available in two forms. Both 
have » nominal thickness of 15 one- 
thousands (0.015) of an_ inch; 
widths are 36 and 18 inches and 
minimum length per roll is 288 
feet. The minimum breaking 
strencth is 10 to 14 pounds per 
inch width. Bitumen penetrates 
the porous mat sufficiently to pro- 
duce a reinforced water-proofing 
medium. The non-cellular struc- 
ture of the glass fibers is said to 
be unaffected by high-temperature 
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applications of bitumen, and re- 
tains the mat strength when re- 
heated or subjected to high sum- 
mer temperatures. For more com- 
plete details write Owens-Corning 


Fiberglas corporation, Toledo, 
Ohio. 
New Steel Saw 

Developed shortly before the 


war forced a halt in production, the 
Bushman saw line is again being 
mass-produced. It has all steel tub- 
ular construction, light weight, per- 
fect balance, a wide range of blades 
and high blade tension to prevent’ 
twisting and binding. All sizes are 
available now including the non-ad- 
justable 30 inch and 36 inch saws 
and the 42 inch adjustable saw 
which places a 500 pound tension 
on the blade and is designed for in- 
stant interchange of blades without 
the use of any tools. For further 
information write the Bushman 
Saw division of the General Steel 
Warehouse company, Inc., 1830 N. 
Kostner avenue, Chicago 39, IIl. 


Ratchet Drill-Driver 


Development of a new Liberty 
ratchet drill-drive is announced. 
Designed for drilling between studs 
and joists or restricted spaces in 
buildings or other structures, this 
tool gives positive feed at each turn 





of the drill bit. The compact head 
allows centering of holes within 
114 inch of the nearest obstruction. 
Any standard wood bit can be used. 
If necessary any part can be readily 
replaced. Although intended pri- 
marily for use on wood members, 
steel plates or beams can also be 
drilled by reducing the feed, which 
can be done by revolving the lead 
nut in the same direction as the 
drill. For more complete details 
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write Techtmann Industries, 714 


Wisconsin avenue, Milwaukee 1. 


Door Chimes 


Just designed is a bracket shelf 
that encloses door chimes. Antique 
white, in carved effect, the shelf 
can be used to hold plants, knick- 
knacks or a clock. Its design is 
suitable for hall, living room or 





den. 


The Empress Eugenie sounds 
a two-note melody for the front en- 
trance and a single peal for rear 
door, operating on any standard 
quality door bell transformer or 


battery. For further information 
write Edwards and company, Nor- 
walk, Conn. 


Wall Siding, Shingle Stain 
Under the new trade name 
Olympic, the West Coast Stained 
Shingle company is now introduc- 
ing to the trade a new line of 
double-wall siding and_ shingle 
stain. The new 16 and 18. inch 
double-wall siding, in five colors, is 
labeled Perfect-Fits. The shingle 
stain has been developed for red 
cedar and redwood shingles, and is 
said to have a greater covering ca- 
pacity and new preservative quali- 
ties. For more complete informa- 
tion write the West Coast Stained 
Shingle company, Seattle, Wash. 


Attic Louver 


Featuring one-piece frame and 
welded louver blade construction, a 
new ventilating louver for resi- 
dence attics and underroof space 
is being introduced. One model 
is designed specifically for new 
buildings, having weather baffle 
flanges which are covered by the 
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are connected. 





If you are interested in kiln drying 
and wish to be placed on our mail- 
ing list, send us your name and 
name of the firm with which you 


“eu? 


Thompson Mahogany Co. Seasons 
Domestic & Imported Hardwoods 
In Moore Cross-Circulation Kiln 


At Moorefield, W. Va., Thompson Mahogany Co. 
is successfully drying walnut, mahogany, maple 
and other hardwoods, including some veneer, in the 
Moore Cross-Circulation Dryer shown above. 


Since installing this modern kiln, Thompson Ma- 
hogany Co. has been able to reduce cost of season- 
ing by heating kiln during daytime with exhaust 
steam, using live steam only at night. In addition, 
they have increased drying capacity and improved 
quality of seasoning. 


The Moore Cross-Circulation System which has 
proved a good paying investment for this 110-year- 
old firm will also prove a good investment for you. 
Write today. 


MOORE DRY KILN COMPANY 


Largest Manufacturers ef Dry Kilns and Veneer Dryers 


JACKSONVILLE 1, FLORIDA 
VANCOUVER, B. C. 
NORTH PORTLAND, ORE. 


MOORE ee KILNS 
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WHAT'S NEW? 


siding, the louver being attached 
outside the house sheathing. A 
recommended size is one having 
outside frame dimensions 15x1g 
inches which fits between two 
standard 16 inch spaced studs. 
Various sizes are to be included 
in the line, as well as types suit- 
able for installation on old or com- 
pleted buildings. For installation de- 
tails and further information write 
the Swartwout company, 1851] 
Euclid avenue, Cleveland 12, Ohio. 


Raise Sagging Floors 


Perma-Jack, designed to raise 
sagging floors caused by defective 
beams in home, commercial and 
farm buildings, has been announced. 
An adjustable tubular steel jack- 
and-post with an elevation range of 











Patents Pending 


a full four feet (from 4 feet 10 
inches, to 8 feet 10 inches), the 
device is protected inside and out 
by a special anti-rust baked enamel. 
The manufacturer claims the rated 
load capacity of the jack as eight 
tons, although an axial compressive 
load of 24,200 pounds was applied 
to it in laboratory tests without in- 
dication of strain. The base and 
top plates are made of heavy 5/16 
inch steel plate. The adjustment 
holes in the steel tubing carry two 
34 inch steel adjustment pins. It 
can also be used for temporary sup- 
port in construction work. For fur- 
ther details write the Perma-Jack 
corporation, Cleveland, Ohio. 


Pneumatic Impact Wrench 

A new Thor pneumatic impact 
wrench, for driving and removing 
nuts, bolts and cap screws up to 
34 inch thread size, has been an- 
nounced. Rotatively striking im- 
pact jaws, set at a wide radius {rom 
the spindle center to reduce stress 
and a short, rigid spindle shank 
that delivers the blow close to the 
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Quality Work Guaranteed 


dressing 
CHICAGO OFFICE ONLY. 


EDWARD HINES 








-Milling-in-Transit -- Custom Kiln-Drying 


Lumber to move in transit to Park Falls, Wisconsin for kiln drying, 3,000,000 Ft. per month 
ing or running to pattern. All arrangements to be made WITH 


Address All Inquiries to Dept. “A” Chicago Office 











Planing Mill Capacity 


Dry Kiln Capacity 
600,000 Ft. per month 




















LUMBER CO. 


Dept. “A”, 77 W. Washington St., CHICAGO 2, ILL. rrankiin 2580 


CUSTOM MILLWORKING FACILITIES ALSO AVAILABLE AT CHICAGO 











MOISTURE 
REGISTER 


win TEL K-2 ELECTRODE 


Tests flat, irregular and curved surfaced 
materials in 3 seconds or less 


Here is the all-purpose moisture testing instrument you have 
been waiting for. 








Each button of the electrode is individually spring-cushioned 
to allow maintenance of contact regardless of contour — no 
points to break off or injure surface It is completely portable, 
and can be operated by anyone. 

The same exacting scientific research and precise engineering 
development that have made L-2 (lumber) and V-2 (veneer) 
models of Moisture Register the standard in their fields make 
the new model K-2 an accurate, dependable addition to this 
famous line. Write today for complete information, specify- 


















. ing type of material and per cent range 
Direct yeading of moisture content you wish to test.— 
dial shows mois- Moisture Register Co., Dept. A, 133 North 
ture content of: Garfield Avenue, Alhambra, California. 

Paper in Stacks 

or Rolls 
Cloth in Bolts 
Lumber 
Plaster 
» « and many 


other materials 








The Standard in 


S/ 
MOISTURE TESTING FOR ALL INDUSTRIES 


STOP End Checking!!! 


No. 464-A Lumber sealing compound is a specially 
developed “end coating” that produces amazing 
results. 


Not a “lead and oil” paint but a new product de- 
signed to do a particular job. 


Can be applied with spray gun designed for heavy 
bodied materials or by brush. Color is black. 


Any mill, lumber dealer or manufacturer who stores 
lumber can effect very substantial savings. 


Reports have been received that use of the com- 
pound has resulted in savings amounting to thou- 
sands of dollars worth of lumber previously lost due 
to “end checking.” 


No. 464-A Lumber sealing compound is reasoncbly 
priced as follows: 


$1.50 PER GALLON IN 55 GALLON NON-RE- 
TURNABLE DRUMS 


$1.60 PER GALLON IN 5 GALLON CONTAINERS 
F.O.B. AKRON, OHIO 


the Akron Paint and Varnish Company 


AKRON 1, OHIO 
EST. 1878 


























Ponderosa Pine 
Sugar Pine 


No. 1 Montgomery St., San Francisco 








Lumber 
Mouldings 


White Fir, Incense Cedar Cut Stock 


Tarter, Webster & Johnson, Inc. 


> P. 0. Box 1731, Stockton, Calif. 
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work are the principles in the new 
mechanism. The weight is 3% 
pounds and the length 5% inches, 
and can be used with one-hand op- 
eration. The % inch wrench is the 
forerunner of a completely new line 
of Thor impact tools, which will 
also be availabel soon in capacities 
of %4, %, % and 1% inches. For 
complete specifications and infor- 
mation write for circular No. 565, 


Independent Pneumatic Tool com- 
pany, 600 W. Jackson boulevard, 
Chicago 6. 


New Drafting Devices 

Two new drafting instruments 
have been made of the transparent 
acrylic plastic, Plexiglas. The 
hatch-liner, used for doing rapid 
and uniform section lining, con- 
sists of a 45 degree triangle and a 
small irregular octagonal shaped 
center piece which fits into the 
opening of the triangle. The center 
piece is numbered to indicate the 
various positions in which it can 
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WOOD-PATTERN # MARBLE 
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- + -YOU’RE RIGHT! 








HORIZONTALINE 






PLAIN-COLORS *@ = TILE-PATTERN 


® Marlite is the factory-finish wall and ceiling panel- 
ing with the pioneer high-heat-bake plastic finish, 
produced in the world's largest plant of its kind. 


Colorful, Modern MARLITE Walls and Ceilings 


answer such timely interior needs as these: 


Remodeling? Marlite is ideal. You trade 
handsome new walls for 
old. (Timely example: re- 
decorated or converted 
housing for vets). And for 
new building, versatile 
Marlite’s applications are 
unlimited. 





Easily, Quickly Installed? Surprising- 
ly. Economically, too, 
with regular carpenter 
tools. Flexible, yet plas- 
tic-tough, Marlite handles 
easily and fits right. 
Matching mouldings ‘'set 
it off" beautifully. 





Stand Up? Like iron. Easy to clean as 
fine porcelain, Marlite’s 
lustrous, lasting beauty is 
surface-sealed against 
moisture, oil, dirt, alka- 
lis and most acid fumes. 





Used and Approved? In thousands upon 
thousands of homes, hospitals, hotels, 
theaters, public buildings, stores ... 
in every type of room in every type of 
building . .. from trailers to atom 
bomb plants! 

Although Marlite is ordinarily available from 
our many warehousing points, today's unprece- 
dented demands may delay deliveries. Never- 


theless, we are doing everything possible to 
restore the regular, prompt Marsh service. 


MARSH WALL PRODUCTS, Inc. 


DOVER, 


541 MAIN STREET ° 







SELL RIGHT--- SELL 


PLASTIC-FINISHED WALL PANELS 


OHIO 


CREATING SESOeTIFUL INTERIORS 
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be placed to achieve desired spacing 
of section lines. The slot letter jg 
a guide which enables draftsmen to 
do a free-hand lettering job. Let. 
tering is done directly through one 
of the slots, with the aid of refer. 
ence lines engraved on the guide 
to insure proper inclination. For 
further details about the drafting 
instruments write Dolgorukov Man- 
ufacturing company, Washington, 
D. C. For information about Plexi- 
glas write Rohm and Haas com- 
pany, Philadelphia, Pa. 


Paint Selling Ideas 


With so many people in the mar- 
ket for repainting their homes, 
Pittsburgh has published a_ book 
filled with ideas on how the build- 
ing material dealer can cash in on 








the increasing demands for paint. 
Included are the displays which 
Pittsburgh offers dealers carrying 
its paints, the newspaper mats and 
spot radio announcements’ which 
are available to dealers on a Co- 
operative basis, plus a list of ways 
a dealer can play up paint in his 
store. Dealers interested in a copy 
of the book Now’s the Time to Go 
with Pittsburgh should write Pitts- 
burgh Plate Glass company, Paint 
division, 632 Duquesne Way, Pitts- 
burgh 22, Pa. 


Lighting Wiring Outlets 


By the simple device of adding 
real light to common _ household 
wiring devices there has been de- 
veloped a trio of products that in- 
troduce a new element of safety 
and convenience in the home or of- 
five. The first is a lighted wall 
switch plate with a neon-type lamp 
sealed into the case. The light 
comes on when room lights are 
turned off, and goes out when room 
lights are turned on. It eliminates 
smudging of walls around switches, 
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SUPERIOR FIREPLACE 








An assembled unit (firebox, throat and damper) a perfect 
double-walled, metal form around which the masonry walls 
are built to complete a fireplace of any design. 
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INLET 


Heats by radiation and warm air circulation. 


The SUPERIOR is the choice of those who want the most 
heat and most years of service from their fireplace. 


Sold through 
Building Supply Dealers. 


Write for complete information. 


SUPERIOR FIREPLACE COMPANY 
1708 E. 18th St. Los Angeles 21, Calif. 














| CONTROLLED 
QUALITY 


is a “PLUS VALUE” in 


They're DESIGNED, EX- 

TRUDED, FINISHED, and / 
} PACKAGED under One / 
| Roof—Undivided Re- 

sponsibility from Ingot 

to Finished Trim. 


The consistently 
high quality of 
CHROMEDGE Metal 
Trims is assured by 
/ centering all quality 
7 control factors at The 
/ B&T Metals Company. 
For the widest choice of 
practical shapes... fora 
full range of specially 
matched designs . . . for 
the beautiful velvet-toned 
CHROMALITE finish that never 
rubs off black... for controlled 
quality and other exclusive ad- 
vantages, insist on genuine 
CHROMEDGE! 


The k g T Metals Company 


Columbus 16, Ohio 















*Extruded alu- 

minum alioy and 

Stainless sreel 
trims 
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LOUVERS 
Sell at Least 2 on Every Job 


YOU MUST VENTILATE TO 
PREVENT CONDENSATION 


Special Features 


@ Unobstructed air travel — maxi- 
mum of ventilation in proportion 
to size. 


@ Louver boards are free from 
frame to allow for expansion 
and contraction. 


@ Birds, insects and vermin can't 
nest between Louver boards. 





@ Good for the Life of any aver- 
age building—can be installed 
from inside. 











® Manufactured of rust-proof, acid resisting and corrosion proof 
materials. 


® Face frame of Masonite tempered Presdwood, free from 
seams, Spotwelds, rivets, bolts and screws. 


® Body of selected lumber, well screened, dipped and sprayed 
with a good primer of steel gray. Made in || Different Sizes. 


STOCK THIS PROFIT LINE 







WRITE TODAY FOR FULL DETAILS 


Arr-O-Line Manufacturers 
3060—4th Ave. So., Minneapolis 8, Minn. 











The Guaranteed 


WATERPROOF PAINT 


Qualified dealers who desire an absolutely reliable line 
of waterproofings that they can recommend to their cus- 
tomers with money-back guarantee for waterproofing 
all porous masonry surfaces, interior or exterior, cleansed 
free of grease, oil paints, tar or other wax-like sub- 
stances should investigate Celadri. Comes in white and 
six pleasing colors. Economical, easily applied, com- 
pletely odorless. Decorates and waterproofs in one sim- 
ple operation. Dries to smooth, rock-like consistency. 
Famous Celadri money-back guarantee on every can 
covers broad list of 48 specific uses—every one a profit- 
able sales outlet for alert dealers. 
*Reg. U. S. Pat. Off. 





MAIL THIS COUPON 


CELADRI CORPORATION 
652 Willis Ave., Williston Park, N. Y. 


‘ Send your dealer profit-making ‘Story of Celadri’’ listing the 
+ 48 money-back guaranteed uses. 


. We are {] Dealers C) Jobbers 

« IE oss. o biic.csewieiea cquepeeniem SNS ba aan awa ieet OU aie eeu 
5 I 5.0: s swew.oepneema eee eeass oh Se MERES ES Fore eh aoa 
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(Be sure to attach your letterhead) 
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SUPERCEDAR 


hd dhs! hy hw M/S 
NATIONALLY ADVERTISED 
AROMATIC RED CEDAR 


CLOSET LINING LUMBER 


Packaged and Sealed 


GUARANTEED 
90% Red Heart 
or Better 








Currently pro- 
duction problems 
prevent our immediate 
return to full scale operations 
but we can see an improvement in 
the near future—and we hope soon for 
a quick return to our prewar service on 
all shipments. 





PRODUCT OF 


Geo. C. BROWN & Co. 


GREENSBORO, NORTH CAROLINA 


LARGEST MANUFACTURERS OF 
AROMATIC REO CEDAR IN THE WORLD 


Another @itivock Feature 
RAISED-JOINT HINGES 





“Amerock” raised- 
joint, semi-concealed 
hinges permit doors 
to open completely 
without strain on 
hinges or screws. 
Sturdy 5-knuckle 
joints on all hinges 
guarantee straight, 
sagless doors, quiet, 
smooth operation, 
and longer life. 





With ordinary 
hinges, door may 
bump and chip 
paint on jamb, also 
straining hinges 
and screws. 


With “Amerock” 
faised-joint hinges. 
door is protected 
from damage. No 
strain on hinges or 
screws, 











AMERICAN CABINET HARDWARE 


CORPORATION 


ROCKFORD, ILLINOIS 














and gives a subdued glow to the en- 
tire room. The second is a lighted 
plate for wall-type duplex conveni- 
ence outlets, which also serves as a 


permanent safety light. Most re- 
cent addition is a safety pilot plug, 
fitting into any standard outlet 
with accommodations for two addi- 
tional electric cords. It may also be 
used as a night light. The midget 
bulb used is said to operate at the - 
cost of less than 2 cents per year 
while the lamps last for years. For 
further information write the As- 
sociated Projects company, 20 E. 
Long street, Columbus 15, Ohio. 


Flue Piping 

The Vitroliner flue consists of 
lengths of acid-resisting vitreous 
enamel coated heavy-gauge metal 
pipe with welded seams, and bell 
and spigot joints, insulated with a 
high temperature prefabricated 
Fyrex asbestos insulation, 1 inch 
thick. It is said not to rust, cor- 
rode or be affected by salt air con- 
ditions, and it meets all government 
specifications for metal flues to vent 
coal, oil or gas heating equipment. 
Vitroliner is made in stock sizes 
from 3 to 10 inches in diameter, 
standard length sections of 6, 12 
and 24 inches, 45 and 90 degree 
elbows, standard tees with clean- 
out cap and drain connection. It 
now meets the new and revised 
government specifications for sus- 
pended chimneys. For more com- 
plete details write the Condensation 
Engineering corporation, 122 S. 
Michigan avenue, Chicago 3, IIl. 


Letter Box Plates 


Two new items are being an- 
nounced by the Allied Hardware 
corporation. The first is a wrought 
brass letter box plate for front door 
with a gravity drop cover. The 





second is a wrought brass letter 
plate with a spring push-in type 
door. Both are available in highly 
polished and satin brass, chrome 
and all other standard finishes. The 
plates measure 814x234 inches. For 


more complete details write the A)- 
lied Hardware corporation, 328 
Grand avenue, Brooklyn, N. Y. 


Intercom-Paging Unit 
Executone’s new model C-18 js 
a combined call-back and sound re- 
producer unit designed for use with 
high noise level coverage industria] 
communication systems. It is used 






EXECUTIVE ORIGINATES PAGING CALL 
EXECUTIVE 


LL 
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MR. JONES! 
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PAGING 





CALL-BACK 
|e Ma: SMITH ) 


SHOPMAN REPLIES AND CONVERSES 


with combination intercom and am- 
plified voice-paging systems having 
any number of master stations, 
trumpet speakers, and other stand- 
ard reproducers. Any person hav- 
ing a master station can originate 
a paging call in addition to having 
two-way intercommunication with 
all other master stations. For fur- 
ther information write Executone, 
Inc., 415 Lexington avenue, New 
York 17. 








Electrical Modernization Guide 

A 20-page Electrical Moderniz- 
tion Guide, designed to overcome 
the conception of electrical mod- 
ernization as an inconvenient and 
expensive job, has just been pub- 
lished. Pointing out that in order 
to bring home wiring up to date it 
is first necessary to know what is 
wrong with the wiring—and why— 
the guide concentrates on plans for 
improving the most inefficient parts 
of the wiring system. The illus- 
trated guide includes a check list 
for what is wrong with wiring, dia- 
grams of house wiring systems, 4 
table summary of required outlets 
and a table to be filled in by the 
home owner comparing his present 
wiring system with the wiring 
needed to bring the home electric 
ally up to date. For free single 
copies or information regarding 
quantity purchases of the guide 
write to the General Electric com- 
pany, 1285 Boston avenue, Bridge 
port 2, Conn. 
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Certain OPA Requirements Must Be Met 
Before Opening Distribution Yard 


IT SEEMS THAT a lot of peo- 
ple, including some GI’s, want to 
open distribution yards. The OPA 
has some 800 applications on file 
for permission to use the distribu- 
tion-yard markups, set under 2d 
RMPR 215. Clearly the OPA didn’t 
want the onerous job of investigat- 
ing these applications and deciding 
which to grant; so the agency 
amended the regulations. 

These amendments have been 
out for some days; but there have 
been so many inquiries and so 
many misunderstandings it seems 
useful to go over the regulations 
again in some detail. 


Anyone Can Start 

Anybody may open a distribu- 
tion yard, either wholesale or re- 
tail, without special permission. 
However, it’s at this point, so Ed 
Libbey, of the NRLDA tells us, 
that a lot of inquirers have gone 
wrong. The new distributor doesn’t 
have to ask permission to enter the 
distribution field; but there are 
certain regulations with which he 
must comply, before and after 
opening the new yard. 

Before opening the business, the 
distributor must file a letter with 
the OPA district office nearest his 
yard. The letter must contain the 
following statement: “I (we) pro- 
pose to establish a lumber distribu- 
tion yard as defined in section 16 
of 2d Revised Maximum Price Reg- 
ulation 215, Distribution Yard 
Sales of Softwood. This yard will 
be known as (give name of com- 
pany), will be operated as a (whole- 
Saie or retail, specify which) lum- 
ber distribution yard, and will be 
located at (give address of yard).” 
The distributor signs the letter, 


sends it to the indicated OPA dis- 


trict office. He then is permitted 


under the regulations to begin do- 
ing business at the official prices. 
Provided he can find something he 
can use for lumber. 

However, this isn’t an empty 
gesture; although a good many 
would-be distributors jumped to 
that impulsive conclusion. Note 
the crucial words in the notification 
letter: “. . . a lumber distribution 
yard as defined in section 16...” 
Should the distributor fail to give 
proper heed to section 16, he can 
be rounded up and kicked puni- 
tively and even painfully in the 
pants. That development will of 
course depend upon the energy and 
perspicacity of the OPA Enforce- 
ment Division; but the story now is 
that new yards will be checked 
promptly. 

Distribution Yards 


The amended definition is pretty 
long; but it seems to be right im- 
portant. 

“Section 16 (a): A distribution 
yard for the purpose of this regu- 
lation means an_ establishment 
which meets all of the following 
requirements : 

“(1) It obtains lumber from 
mills, concentration yards, whole- 
salers or other distribution yards 
and unloads, sorts, stores, and re- 
sells such lumber. 

“(2) It regularly maintains for 
sale an inventory of varied items, 
species, and classes of lumber, lum- 
ber products and other building 
materials. 

“(3) It obtains its lumber, ex- 
cept for local species, mostly by 
rail or water and sells mostly for 
truck shipments, being stocked and 
equipped to make prompt delivery 
... out of its yard. 

“(4) It furnishes on all sales the 
usual distribution yard services, 
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such as accepting returns, making 
exchanges, filling shortages from 
stock. 

(5) It has an office and records 
at the yard site, is manned by a 
crew employed by the yard, and 
exclusively owns or controls all fa- 
cilities of such establishment and 
uses the same for the handling and 
sale of the material bought and sold 
by it. 

“(6) It is a separate and distinct 
operation from any concentration 
yard or mill operation as defined in 
the applicable mill regulation gov- 
erning the species sold... .” 

Subsection (6) is specific and 
detailed in stating that a distribu- 
tion yard can’t be considered a 
separate and distinct operation un- 
less it maintains for its own use, 
exclusive of use by any mill or 
concentration yard, such things as 
a yard and shed, offices, yard help, 
sales force, managerial staff, stock 
of lumber, records, bank account 
and the like. 

Exceptions Noted 

There are a couple of permitted 
exceptions. Some sawmills, for ex- 
ample, have operated retail depart- 
ments for a long time; often as a 
community convenience. There are 
other long-standing combinations. 
So the amendment provides that if 
a distribution yard has been oper- 
ated on the same site with a mill 
or concentration yard since prior 
to Jan. 1, 1943, it may continue to 
share this site. Furthermore, if it 
has occupied the site since the date 
mentioned, if it has been operated 
in connection with the mill or con- 
centration yard, and if the total 
dollar volume of business of the 
combined operation has not ex- 
ceeded $120,000 during any twelve- 
month period since prior to Jan. 1, 
1948, then the facilities named 
above, such as offices, stock, man- 
agerial staff, bank account, records 
and all the rest, need not be sep- 

arately maintained. In the first 
instance, the date of origin of 
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the combined operation is the fac- 
tor that counts. In the second, it’s 
not only the date of origin but also 
the annual dollar volume of the 
combined operation. Note also that 
such a combined business must 
have been continuously in effect. 
It’s no use trying to meet the regu- 
lation by reviving a retail depart- 


ment that was allowed to lapse last 
year or five years ago. 

These elaborately  spelled-out 
provisions are intended to abate 
one type of unfair competition; the 
matter of a certain distributor 
holding a special advantage in get- 
ting lumber stock, or of a certain 
mill operator disposing of his stock 
at retail markups when it should be 
sold at mill prices. 

Some retailers remember a pre- 
war type of competition, especially 
in the East. A yard with a one- 








at = 


In 1896 --- 


when Scotch Lumber sawed its 
first board folks were talking 
about — and buying — the 
Cyclone Camera which was 
being popularly advertised in 
= publications of that 


4 who knows the Cyclone 
Camera today? Like countless 
other commodities, it has van- 
ished from the public con- 
sciousness. 


But Scotch Lumber begins its 
second half century. 





fied, " 


On the books of every company which 
has been in business for 50 years, you'll 
find a large percentage of old customers. 


Customers come back year after year 
for only one reason—because they are 
satisfied: satisfied with service; satisfied 
with merchandise; 
treatment they receive. 


satisfied with the 


Scotch Lumber satisfaction has turned 
many a trial buyer into a steady, satis- 
repeat’ customer. 


Perhaps that is the chief reason why 
Scotch Lumber has continued to prosper 
after half a century of lumber manufac- 
turing. 


‘Scotch Lumber Company 
Southern Gerest Products 
Fulton, Alabama 


Mixed Cars a Specialty 
88 


Member SPIB and NHLA 





room office on an otherwise vacant 
lot and no stock would have an 
arrangement with a concentration 
yard to buy lumber at carload rates 
and to get it in truck lots or jag 
lots as sales were made. This made 
a mockery of carload prices. The 
so-called retailer offered his custo- 
mers practically no service except 
delivery. With his trifling invest- 
ment in equipment and with no 
yard stock, such a “dealer” could 
make it tough for the retailer with 
a full equipment of stock, plant 
and service factors. . . . Seems a 
long time ago, doesn’t it! 

While details are different, the 
new competition is also an effort 
to put the bee on the competitor 
who follows the established and 
recognized lines. This time it’s an 
effort to beat the price regulations 
or the scarcity of stock or both. 
Every lumberman seems to have 
his favorite string of stories. 
Glamor girls sent out to mills to 
buy lumber. Devious methods of 
getting a financial interest in a 
mill. One story is of a distributor 
who bought an option to purchase 
a mill. He had no intention of ex- 
ercising the option, but before it 
expired he had gotten enough extra 
shipments to pay for the option 
and leave an extra margin. An- 
other distributor bought a third 
interest in a mill; paying, so he 
said, the full pre-war value of the 
plant for his junior interest. Or it 
may be one percent of the capital 
stock; or a lease of the plant; or 
older and still more devious meth- 
ods, such as betting a mill owner 
he couldn’t deliver a certain amount 
of lumber at the ceiling by a given 
date. 

Says the NRLDA: “The burden 
will be on the new yards to prove 
that their setup meets the require- 
ments of section 16.” The Associa- 
tion does not approve the amend- 
ment in its present form; chiefly 
because of the confusion it has 
created in the industry. 


“Grandfather Clause” 


This part of the amendment 
deals with family or financial con- 
nections between a_ distribution 
yard and a lumber production oper- 
ation that may be located at con- 
siderable distances from each 
other or that, of course, may be 
located on the same site since prior 
to Jan. 1, 1943, as mentioned above. 

The’ gist of the Grandfather 
Clause is that if. such family or 
financial connections. exist then the 
distribution yard may not make 
carload rail shipments or water 


shipments in any quantity at prices. 
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Here’s a Western Pine folder that should 


be read by anyone who says to you— 


“1 WANT 70 BUILD 
A MOTOR COURT” 





This folder doesn’t miss a thing in describing 
motor courts. Every picture in it is a sales 
builder for Western Pines—for exteriors, 
interiors, bedrooms, lobbies, dining rooms, 
and furniture. Order your free copy now— 
specify Booklet No. 48. Address 


WESTERN PINE ASSOCIATION 


Dept. 5-D « Yeon Building « Portland 4, Oregon 


*Idaho White Pine *Ponderosa Pine 
*Sugar Pine 


*THESE ARE THE WESTERN PINES 


OMAK-KWALITY 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 
cialties, Etc. 


District Sales Representatives 


Mr. R. F. Taylor Mr. H, M. Tripp 

No. 24 Welwyn Road P. 0.’ Box No. 85 

Great Neck, L. L., Crystal Lake, Il. 
New York 


Member Western Pine Assn. 
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Pitchers who can “find the corners” 
soon hit big league fame and fortune. 
Accuracy is also a must in the “saw- 
mill game.” Corley Sawmill Machinery 
is big league with concentration yard 
men. They find that Corley-cut lumber 
means more money in their pockets. 





True-cut lumber is 
easier to handle, 
“works” faster and 
makes a better finished 
product. 
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NYLONS 














MWS 


SOULE 


Not Enough to Go Around! 


Nylons and lumber have a lot in common— 
right now—big demand—small supply. 


In due course both nylons and lumber will be 
plentiful . . . and then, while Ferguson won't 
have any sheer nylons to offer, we will have 
splendid LUMBER VALUES, in keeping with 
our famous PRE-WAR STANDARDS. 


W. T. FERGUSON LUMBER CO. 


ST. LOUIS 1, MISSOURI 
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higher than sawmill ceilings. How- 
ever, if the producing unit and the 
distribution yard are more than 
500 miles apart, the regulation 
doesn’t apply; apparently on the 


essentially mill sales at retail 
prices. 


Softwood Plywood 


Direction 1A to PR 33, having 
to do with Softwood Plywood has 
been amended. Several changes 
have been made; including a new 
definition of construction plywood 
which describes this item as “pan- 
els 12 feet and shorter and without 


external sealer.” Cabinet manu- 
facturers may use construction ply- 
wood for “drawer bottoms for 
kitchen cabinets only.” A housing 
contractor “may not apply the HH 


theory that distance and the con- 
comitant costs would make such 
joint business unattractive. The 
amendment is supposed to keep 
mills from trying to make what are 











IT DOES NOT 
SHRINK! 


This modern repair 
plastic comes in 
powder form. Makes 
lasting repairs tn 
wood, tile or plaster. 
SELLS Better because 
it WORKS Better. 















Durham 
Rock Hand 


WATER 
PUTTY 


WILL NOT SHRINK 
STICKS AND STAYS pity 
a| 

























If you ever have 
occasion to use this 
modern repair plastic, 
you'll quickly see why 
it sells so fast, and re- 
peats so regularly. Many 

patching materials may shrink, fall 
out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Abso- 
lutely not. It sticks, and stays put. 
You can saw or chisel it, paint or 
polish it to a velvet smooth finish. 
Easy to use—economical. Keeps in- 


DURHAM 


definitely. Mix with water as needed. COMPANY 
Packed twelve 1-lb. cans or four ° 
4-lb. cans to case. Available in 25, | Des —. 


50, 100-1b. drums for industrial users. : —- 
/ 


_— o ) 


The PLASTIC Repair Material 
in POWDER Form 
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rating or use a certificate for ay, 
amount in excess of 300 square feet 
(of construction plywood) per 
house or apartment. If kitchen 
cabinets are purchased as millwork 
the total permissible amount of 
construction plywood must be re- 
duced by the amount of plywood 
in the cabinets.” 


A new sentence states that “ag 
distributor may not place a certi- 
fied order with a producer for re- 
placement of inventory.” If a dis- 
tributor receives a certified order 
from a customer, he may place it 
with a manufacturer; the material 
must be delivered directly to the 
consumer. But if a dealer fills a 
certified order out of his own stock, 
he can not in turn place a certified 
order with a manufacturer to re- 
place in his own inventory what he 
has sold. He must rely upon pur- 
chases on uncertified and unrated 
orders. 

This brings up a complicated 
situation. The CPA seems to be 
careful not to issue more tickets 
to prefabricators and cabinet mak- 
ers than there is visible supply of 
material. But the NHA doesn’t 
seem to have so good a reputation; 
this agency issues HH ratings to 
housing contractors against the 
supply that is supposed to be 
shipped unrated and uncertified to 
dealers. 


We’re told the NHA has issued 
tickets for lumber, nearly 50 per- 
cent in excess of production. This 
happened in the first quarter, mak- 
ing nearly a third of the ratings 
issued worthless. The ticket will 
not get you a board if there isn’t 
any board left. Some lumber man- 
ufacturers refused to accept any 
orders without certification, though 
this is definitely contrary to the 
rules. However, with the prospec- 
tive 40 percent shortage of plywood 
for the year, this will mean an 
enormous impact of orders upon 
the set-aside for unrated and un- 
certified orders. 


Washington Meeting 


It’s rumored that the CPA will 
call a meeting of the Lumber and 
Building Material Dealers Industry 
Advisory Committee for May 22. 
The agenda hasn’t been completely 
prepared; but the grapevine flash 
is that Direction 1 will come in for 
a going over. The NRLDA is ask- 
ing that Amendment 20 to 2d 
RMPR 215, described above, be 
revoked or suspended until it can 
be rewritten. This matter could 
come before the Advisory Commit- 
tee. 
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MARKET ANALYSIS 


Strike Threatened Industry 
Awaits Government Relief 

Hanging over the entire industry was an ominous 
atmosphere of indecision. 

On the West Coast it was the threat of another 
strike. Trouble, if it came, would start in the CIO 
plywood mills. However, all mills and the.lumber in- 
dustry itself were in danger if the strike were called 
due to the eventual shortage of logs from CIO camps. 

The CIO wanted an additional 12% cents; opera- 
tors offered 31% cents to bring labor up to the 18% 
cent national level. Plant employees also asked full 
pay for sick leave. Loggers demanded the elimination 
wf piece work plus a three-man crew for power saws. 

Strike votes will be counted May 18. 


OPA DROPS TWO SUITS 


While the fate of OPA was still undecided, federal 
investigators continued to scout the country in search 
of violators. In Memphis, a $200,000 suit against the 
Seitz Lumber Co. for upgrading and violating ceilings 
was dropped by the OPA after the defendant had ex- 
pended a large sum of money preparing its defense. 
Next day, the OPA abandoned a $54,000 suit against 
another company. 

Department of Commerce figures showed that retail 
sales by lumber and building materials dealers for 
February were slightly under January sales. Febru- 
ary sales stood at $39,444,381; January, $41, 941,834. 
In New Hampshire, where black market sales of lum- 
ber threatened the state’s economy, February retail 
sales dropped 22 percent under the January figure, 
the greatest drop of any state in the country. South 
Carolina showed the greatest increase, 30 percent. 

From Canada came word that the Dominion’s lum- 
ber cut this year is likely to reach the record figure 
of 5 billion board feet, an increase of 100 million feet 
over the 1945 cut. 

What affect this may have on our own exports can 
only be conjectured. The Portland Oregonian in an 
editorial says that the order from the Civilian Pro- 
duction Administration reducing lumber export 
quotas 20 percent may injure the future export busi- 
ness of tidewater sawmills by loss of market contacts 
to other nations while hardly providing more than 
a dribble of additional boards for veterans’ houses. 
As a sidelight, imports of lumber into the United 
States in 1945 were approximately one billion board 
feet, a net gain over exports of 625,000,000 feet. 

From the West Coast comes word that the Army 
and Navy are going into the lumber business again. 
The Army is said to be looking for 75 million feet of 
spruce lumber from Alaska mills. The military is anx- 
ious to prevent Alaskan mills from shipping lumber 
out until it is assured the footage it wants. 

OPA announced new ceilings on a number of items. 
Manufacturers of stock millwork were granted an in- 
crease of 17 percent. Dealers will be allowed to pass 
along this increase. Mill increases averaging $3.19 a 
thousand board feet or 5 percent were announced in 
ceiling prices of hardwood lumber produced in the 
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EVERY RENTAL RECORD 
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Sates slips ring up the cash register. And 
every rental record on American floor sanders 
is a double sales slip. It rings up the cash 
register twice! It records the amount derived 
from rental charges and also the amount of 
extra supply sales made in connection with 
the rental. Yes, profits come from two sources 
when you are in the floor sander rental busi- 
ness...RENTAL profits, SALES profits. 


8. sure of a highly profitable and depend- 
able rental business by using AMERICAN floor 
sanders. 


Remember, simplicity of design, 
tamperproof construction, 
low upkeep cost make Ameri- 
can’s first choice for profits 
in the rental field. 








Write for complete informa- 
tion, no obligation. 


The American Floor Surfacing 
Machine Co., 521 St. Clair St., 
Toledo 3, Ohio. 






















Speatiieg of floors 


WE LIKE TO BE IN THE MIDDLE 





/ / 
FINISH FLOORING 


WOLMANIZED LUMBER* SUBFLOORS AND SLEEPERS 














































Here’s the 


Wolmanized Lumber belongs. Untreated 


spot—in the middle—where 


lumber is food for fungus—moisture makes 
it grow. On Wolmanized Lumber decay 
fungus cannot grow—the Wolman Salts* 
preservative is fatal to it. Recommend 
Wolmanized Lumber generously for all 
subfloors and substructures . . . and you'll 
add years to the service life of your cus- 


tomer’s buildings. 


PRESSURE TREATMENT... 
DRIVES PROTECTION DEEP 


You can’t just brush it on, you can’t dunk 
it on... you've got to drive it into the fibers 
of the wood to get real protection. At 
American Lumber & Treating Company, we 
do it under great pressure in steel retorts. 
The protection is there for keeps. Sell these 
facts to your customers. 


CREOSOTING 


*Registered 
Trademarks 






WOLMANIZING 





1646 McCORMICK BUILDING, CHICAGO 4, ILLINOIS 
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northwest. The increase will be passed on to consu- 









mers. Tidewater red cypress lumber was allowed a 
10 percent increase in maximum mill prices, the first 
general adjustment since 1943. 

Manufacturers felt that these increases, as usual, 
were too little and too late. 


Current Statistics on Output and Distribution 

Lumber shipments of 436 mills reporting to the 
National Lumber Trade Barometer were 1.0 percent 
above production for the week ending April 20, 1946, 
In the same week new orders of these mills were 3.4 
percent above production. Unfilled order files of the 
reporting mills amounted to 89 percent of stocks. For 
reporting softwood mills, unfilled orders are equiva- 
lent to 31 days’ production at the current rate. Gross 
stocks are equivalent to 34 days’ production. For the 
year-to-date, shipments of reporting identical mills 
exceeded production by 8.4 percent; orders by 9.0 
percent. Compared with the average corresponding 
week of 1935-39, production of reporting mills was 
.7 percent below; shipments were 3.0 percent below; 
orders were .1 percent below. 


Western Pine 

One hundred and two mills reporting to the West- 
ern Pine Association for the week ending April 27, 
1946 cut 57,153,000 feet. The same week a year ago 
the cut was 66,895,000 feet. Shipments were 62,374- 
000 feet or 9.1 percent above production. Unfilled 
orders on hand April 27 totaled 281,482,000 feet and 
gross stocks amounted to 501,820,000 feet. 


Southern Pine 

Production of Southern Pine by 117 mills reporting 
to the Southern Pine Association for the week ending 
April 27, 1946 totaled 15,928,000 feet. This is 17.46 
percent below the three-year average for the same 
mills. Shipments for the week ending April 27 totaled 
17,123,000 feet or 7.50 percent above production for 
the week. Orders placed during the week totaled 
17,028,000 feet or 6.91 percent above production. 


Northern Pine 

Production of Northern Pine by the five mills re- 
porting to the Northern Pine Manufacturers’ Asso- 
ciation totaled 385,000 feet for the week ending 
April 27, 1946. The same week a year ago the cut 
was 785,000 feet. Shipments during the current week 
were 1,260,000 feet and new business booked totaled 
1,350,000 feet. Unfilled orders stood at 5,705,000 feet 
and gross stocks were 2,085,000 feet. 


In the Market Centers 
KANSAS CITY—Weather ideal in most districts. 
Black market is supplying large percentage of lumber 
for current building. Labor supply adequate. Yards 
no longer unloading directly from railroads; instead 
lumber taken directly to construction site. Sales of 
131 retail line yards in seven states served by Kansas 
City Federal Reserve Bank were 80 percent larger 
vrst quarter of 1946 than a year ago. Sales of build- 
ing materials by same yards in March were 55 per- 
cent larger than a year ago. 
MEMPHIS—Hardwood production had jumpe: to 
70 percent of normal and manufacturers were begin- 
ning to accept orders more liberally when rail em- 
bargo news threw a wet blanket over the market. 
Log piles at most mills good for only a few days’ oper- 
ation. Retailers still having difficulty getting soft- 
woods, sash, doors and millwork. 
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Westman Retires as President 
Of Washington Veneer Company 

E. E.. Westman has retired from 
the presidency of Washington Ve- 
neer company, Olympia, Wash., 
which he founded 22 years ago. He 
was honored recently at a luncheon 
where some 50 leaders of the in- 
dustry paid tribute to him and to 
his contributions in the plywood 
industry. 

Hal W. McClary, former general 
superintendent for the company, 
has been named general manager, 
and will assume most of Westman’s 
responsibilities. 


Stanley Works Announces 
Recent Personnel Changes 
Announcement of the retirement 
of Clarence F. Bennett, chairman 
of the board of directors of the 
Stanley Works, New Britain, Conn., 
and of Joseph E. Stone, vice presi- 
dent in charge of sales for the com- 
pany has been made. 
At the same time it was an- 











=O. X 
TAINS. Nee vat » 
~Toxic-Water Repellent 


co" . 
a Preservatives 


Chlorinated Phenol Toxic Base. : 
Positive protection against Rot, Fungi, 
Termites, Excess Moisture, etc. o 
Formulations to meet all official specifica- 

tions. 
A profitable retail item for Lumber Yards. 


Low Cost 











Write for technical data, tests, samples, etc. 


CRE-O0-TOX CHEMICAL CO. 


MEMPHIS, TENN. 








WHITE PINE Idabo--Ponderosa— 
California White 
Also and Sugar Pine 
i d 
Fir Wallboard West Coast Products 


William Schuette Company 
New York 


Office—41 East 42d St. PITTSBURGH, PA. 








Leose Leaf 


TALLY BOOKS 


Tally Sheets with 
Waterproof Lines — 


Send for Catalog of 
Lumber Yard Supplies 


Frank R. Buck & Co 
2133 Touhy Ave., Chicago 45, III.. 

















nounced that John C. Cairns has 
been named executive vice presi- 
dent and Rodman W. Chamberlain 
has been named vice president and 
general sales manager to succeed 
Mr. Stone. George P. Merrill, work- 
ing for the company in Los An- 
geles, has been named general sales 
manager, hardware division, suc- 
ceeding Mr. Chamberlain. 


Former President of Indiana 
Retail Association Dies 

Walker V. Jennings, 80, founder 
of Jennings and Son Lumber com- 
pany, Sullivan, Ind., and operator 
of lumber yards at New Lebanon, 
Carlisle and Bloomfield, died April 
25. He was a former president of 
the Indiana Retail Lumber Dealers 
association. 


E. F. Magee Celebrates Fifty 
Years in the Lumber Industry 
Fifty years ago, on May 11, 1896, 
Edward F. Magee started in the 
lumber business in Philadelphia. 
From 1919 to 1940 he headed the 
E. F. Magee Lumber company when 
the’ name was changed to Magee- 
Fine Lumber company with offices 
in Philadelphia, Irvington, N. J. 
and Seattle. He has headed the 
Philadelphia Lumber exchange and 
Philadelphia Wholesalers and was 
vice president of National Ameri- 
can Wholesale Lumber Dealers as- 
sociation and today is a director. 


H. S. Getty, Veteran 
Hardware Man, Dies 

Harry S. Getty, president, H. S. 
Getty and company, Philadelphia, 
died on April 23, in his seventieth 
year, after 50 years in the hard- 
ware business. In 1922 he organ- 
ized the present firm which manu- 
factures hardware and casement 
window operators. In April he was 
elected a member of the Hardware 
Age Fifty-Year club. 


Yale Forestry Faculty Work 
on Wood Research During War 
The faculty of Yale university 
School of Forestry participated in 
a number of war projects which 
ranged from developments in plas- 
tics and special purpose woods to 
advances in other materials and de- 
signs. Dean George A. Garratt or- 
ganized a training program for 
personnel in wood aircraft fabrica- 
tion, wood inspection and packag- 
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PLANS 


_REDRAWN 
AT SMALL 
COST 


When 
says, "I like that plan, 
but I'd like some changes 


your customer 


made," send it to Lum- 
berman's Plan Service. 
Use our personalized plan 
service—on homes shown 
in American Lumberman 
—to increase your busi- 
ness and profits. Com- 
plete plans $20.00. (3 
sets of prints.) Quick 
service. Terms cash with 
order. 


Lumberman’s Plan Service 


Personalized Redrafting of Small 
House Plans 


120 MACHIN STREET 
PEORIA 5, ILLINOIS 











SUGAR & WESTERN 
= PINE AGENCY 


sn NOL BECTON NSD 
SAN FRANCISCO, CALIFORNIA 


GS U GA |e] Pattern Lumber 


Selects and 
PINE °:.. 
California Ponderosa Pine 
Mouldings and Cut Stock 











PAUL B. BERRY 
Grand Rapids 6, Michigan 


If you can furnish any of the following 
(or anything else) write or wire me. 


1 or more cars 4/4 & thicker. but 
mostly 4/4" Pine, Maple. Birch, Beech, 
Poplar, Gum, Willow, Oak. Magnolia, 
etc. Prefer upper grades but can use 
crating, etc., grades also. KD or AD, 
Rough or surfaced. Can use RW&4L, 
dimension, shorts, etc. Write or wire 
me of anything you have available. 
Send me your stock and price lists. 
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VENEER PLANT 
EQUIPMENT 


Automatic Hot Press Chargers 
Mechanical Hot Press Chargers 
Hot Press Feed Elevators 
Dryer Feed Elevators 

Elevating Tables 

Continuous Core Machines 











Professor Robert 


ing of supplies. 
W. Hess worked in the development 
of new aircraft parts made of wood 







and molded plywood structures. 
Professor Fred E. Dickinson and 
Professor Frederick F. Wangaard 
were associated with Dean Garratt 
at the Forest Products laboratory. 







Saw Mill Equipment 


Planer Feed Elevators 

Dry Kiln Car Loaders 

Dry Kiln Car Unloaders 

Automatic Lumber Stackers 

Hydraulic and Electric Elevating 
Tables 


Electric Lumber Transfers 








Stanley Works Acquires 
North Brothers Company 


The Stanley Works, New Britain, 
Conn., has acquired the business 
and plant of the North Brothers 
Manufacturing company, Philadel- 
phia, according to an announce- 
ment. 

Management of the Philadelphia 
company will be under the direc- 
tion of M. A. Coe, general manager 
of Stanley Tools. 








We Specialice in 
Mill 





Designing Saw 
and Veneer Plant Material 
Handling Equipment 








WHAT ARE YOUR PROBLEMS? 


AMERICAN 


MANUFACTURING CO., INC. 
2119 Pacific Ave., Tacoma 2, Wash. 



































Manufacturers E Southern Hardwood Producers 
PINE & POPLAR are - | Open Public Relations Division 
LUMBER oh To give the industry more facts, 





data and informative matter on 
Southern hardwoods, the Southern 
Hardwood Producers, Memphis, 
has established its public relations 
division. Edwin R. Butler, former 











LA GRANGE, GA. 





























This is the SKILSANDER 
that MAKES MONEY for YOU 
on RENTALS! 





































@ Weighs only 86 pounds . . . compact, well- 
balanced, easy to handle... has automatic drum lift 
to raise and lower drum at the wall. . . more exclu- 
sive useful features than any 
rental type floor sander on the 
market. Send now for FREE 





Rental Manual telling you how 
to rent SKILSANDERS at a 
PROFIT! 


















SKILSAW, INC. 
5033-43 Elston Ave., Chicago 30, Ill. 
Factory Branches in all Principal Cities 
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editor, National Hardwood Maga- 
zine, was named director of the new 
division, which will assist in ob- 
taining a wider dissemination of 
information on Southern hard- 
woods which will be of interest to 
the trade and to the general public. 


Whited, President Frost 
Lumber Industries, Dies 


Harry Worth Whited, 63, prom- 
inent southern lumberman died 
May 6 in Nacogdoches, Tex. He was 
president and general manager, 
Frost Lumber Industries, Inc., 
Nacogdoches; president, Texas For- 
estry association and East Texas 
Mill Managers association; presi- 
dent, Jasper County Lumber com- 
pany, Jasper, Tex.; president, 
Union Saw Mill company, Huttig, 
Ark.; vice president, Frost Lumber 
Industries, Inc., Shreveport, La.: 
director, Frost Hardware Floors, 
Inc., Shreveport; director, Louisi- 
ana Delta Hardwood Lumber Com- 
pany, Inc., Trout, La., and director, 
Stone Fort National bank, Nacog- 
doches, Tex. 


Appointments and Promotions 


DANIEL BEISINGER has been ap- 
pointed manager of the saw divi- 
sion of R. Hoe & company, Bronx, 

~| N. Y. Formerly manager of the 
West coast sales and manufactur- 
ing branch of the saw division, he 
succeeds EDWARD FOSTER who re- 
cently retired. 


Warp S. Cook has been appoint- 
ed representative in Chicago and 
11 mid-western states for Lumite 
plastic screen cloth, made by the 
Chicopee Manufacturing company, 
New York. 







BRIGADIER GENERAL W. C. Ka- 
BRICH has joined the Flintkote com- 
pany, New York, as assistant direc- 
tor of research and is stationed at 
the East Rutherford laboratory of 
the company. 









E. J. SANDERS has been appointed 
western manager of the Thermo- 
Aire division of Evans Products 
company, Detroit. Sanders will 
have offices at Los Angeles, and will 
be assisted by WILLIAM A. LIPP- 
MAN. 





Appointment of JOHN M. COATES 
as assistant to the president of 
Masonite corporation has been an- 
nounced. He will continue to act 
as general counsel for the organi- 
zation. 


J. C. RASSENFOSS, vice president 
and general manager, Pickering 








Lumbe1 
preside 
JoHNSC 
elected 

directo. 


VERN 
staff 
Lafaye 
charge 
lation 


ORRI 
Lumbe 
the Lal 
ber co 


_ —- 
| ee 


J.’ 




















ga- 
lew 
Ob- 

of 
ird- 
t to 
dlie, 


Oom- 
lied 
was 
ver, 
ine¢., 
“or- 
Xas 
‘esi- 
om- 
ent, 
‘tig, 
iber 
La.: 
Ors, 
lisi- 
‘om- 
‘tor, 
cog- 


ns 
ap- 
divi- 
‘onx, 
the 
-tur- 
1, he 


) re- 


oint- 

and 
mite 
- the 
any, 


Ka- 
com- 
lirec- 
ed at 
ry of 


inted 
2rm0- 
ducts 

will 
d will 
LIPP- 


DATES 
nt of 
n an- 
o act 
‘yani- 


sident 
ering 


maMAN 





Lumber corporation, was elected 
president of the company. BEN 
JoHNSON, former president, was 
elected chairman of the board of 
directors. 





VERNON L. BEERY has joined the 
staff of Consolidated Industries, 
Lafayette, Ind., and will be in 
charge of field service and instal- 
lation in the stoker division. 





ORRIN N. CLOUD, president, Cloud 
Lumber company, Beaumont, and 
the Lake Charles (Louisiana) Lum- 
ber company, has been appointed 


lumber advisor for the southern 
states for the Civilian Production 
administration. He will be sta- 
tioned at Beaumont and will have 
jurisdiction over CPA regions 4 
and 7. 





SEVER ARNESON, newly elected 
president of Independent Retail 
Lumber Dealers association, was 
recently elected major of Water- 
town, S. D. 


GEORGE A. RENTSCHLER, presi- 
dent, General Machinery corpora- 
tion, Hamilton, Ohio, was elected 








chairman of the board of the Philip 
Carey Manufacturing company. 








WILFRED C. OWEN has_ been 
named executive vice president of 
Detroit Steel Products eompany. 
He also continues as a director of 
the company. 


LAWRENCE V. DALTON, recently 
returned from active duty in the 
army, has been appointed Connec- 
ticut sales representative for U. S. 
Plywood corporation. RICHARD H. 
DEMENT has been appointed assist- 
ant in charge of the company’s 
Armorply division. 













































































J. W. Wells Lumber Co. 


Montgomery |, Alabama 


o° 


Manufacturers 


Southern Hardwoods and Pine 














MEMORANDUM TO: £. 2. / 


ORE PORTABLE SAW MILLS y 


are being produced and sold by 


AMERICAN SAW MILL MACHINERY C0 


nufacturer. 








than by any other ma 






address? HACKETISTOWN, N.J. 3G 





BOOKS THAT WILL INCREASE YOUR PROFITS 


AMERICAN LUMBERMAN can fill your needs for practically 
any book on ony subject pertaining to Mill Work—Calculat- 
ing footage & prices—Wood Identification—Estimating—Con- 
struction, Etc. 


WRITE FOR COMPLETE CATALOG 
AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 


(ee 


RUSSELL & PUGH LUMBER CO. 











SPRINGSTON, IDAHO 


"| Idaho White Pine Ponderosa Pine : 
Douglas Fir White Fir Cedar 





vs 



















DOWICIDES —- PERMATOX 


A. D. CHAPMAN & COMPANY, INC. 
: CHICAGO e MEMPHIS e NEW ORLEANS e NEW YORK e POBBLAND 















FOR SALE 


Ponderosa Pine 


Wholesale Ceiling Prices. Car Lots--Direct Shipment. 


In exchange for any of the following woods: 
Maple, Birch, Oak, Beech, Ash, Gum, Walnut, 
Poplar, Magnolia, Pecan, Hickory, or what 
have you. 


To be bought on same basis. 


Penberthy Lumber Co. 


5800 S. Boyle Ave. Los Angeles 11, Calif. 
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Old Growth DOUGLAS FIR 
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Oregon-American Lumber Corp. 
VERNONIA, OREGON 














Knudson & Mercer Lumber Co. 


Purveyors to 
Accredited Retail Lumbe: Dealers 
for 51 years 
LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Most 
Standard Specialties 








28 E. Jackson Blvd., Chicago 4, tll. 





JAMES W. SEWALL 


Consulting Forester 
JAMES W. SEWALL PHILLIPS & BENNER 
Old Town, Maine Ruttan Block, 
Established 1910 Port Arthur. Ontario 





WANTED 


CHERRY—4/4, 5/4, 6/4 & Com& Btr we) 
ou 
¢2 Com. & 
t2 Com. & 
£2 Com. & 
£2 Com. & 
t2 Com. & 
£2 Com. & 


WARREN ROSS LUMBER co. 
Falconer, N. Y. 








SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS FACTORY 
YARD STOCK F { R CLEARS 


SPRUCE, HEMLOCK, CEDAR, PINE 
Established 1912 





Send Us Your Worn Out Inserted Tooth Saw 


We will cut it down a little and insert one of 
Simonds four popular styles—B or F or 3 or 2/2, 
whichever style suits your running conditions. 
Your saw returned like new in about 10 days. All 


kinds of circular saw repairing. 


J.H. MINER SAW MFG. CO., Meridian, Mississippi 





Since 1922 


THE DAD & LAD & 
MANUFACTURERS 
Asphalt and Asbestos Roofing 
Cements, Paints and Compounds 
Factory and Executive Offices 
NEW LENOX, ILLINOIS 











FREE to Managers 


Interesting 4-page folder de- 
scribing this finger-tip control 
MANAGERIAL FILE which 
hundreds of managers are 
using to increase their oper- 
ating efficiency and business 
profits. For desk-side or 
home. Douwble-locked for pri- 
vacy. SEND TODAY. 





Northwest Metal Prods. Co. 
1337 E. Mason, Green Bay, Wis. 





Gillies Bros. & Co. Ltd. 
i BRAESIDE, ONTARIO, CANADA 

Genine WHITE PINE sirocus) 
Air-Seasoned ® Water-Cured 


For 104 years, 1842-1946. Capacity 30 million ft. 
annually, 
Members N. W. L. D. Assn. 
DRY STOCK—ROUGH or DRESSED. Prompt Shipment 
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ADVERTISING 


PAYABLE IN ADVANCE 


Copy must be in office of AMERICAN LUM- 
BERMAN by Monday prior to publication 
date. Rates are based on number of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind’’ ad- 
dress care this publication count 5 words. 
Advertisements are set in uniform style, in 
proper classification, with first line in capitals, 
if so ordered. 

Extra lines of white space count as 5 words. 
Please specify CLASSIFICATION desired. 


RATES PER WORD, PER INSERTION 


8c per word for one insertion. 

7c per word, per insertion, for 2 consecutive 
insertions. 

6c per word, per insertion, for 3 to 5 consecu- 

tive insertions. 

MINIMUM CHARGE $1.60. 

Attractive discounts for 6, 13 or 26 consecu- 

tive insertions. 

When answering “blind’’ advertisements ad- 

dress number shown care of 


AMERICAN LUMBERMAN 


139 N. Clark St., Chicago 2, Illinois 





- HELP WANTED ~~ 
BOOKKEEPER 


Want to employ Bookkeeper thoroughly ex- 
perienced in Retail Lumber and Building Ma- 





terials to assist Secretary and Treasurer of 
large Florida Concern. ust be capable and 
fast. Send history of employment together 
with references. Address T-27, American 
Lumberman. 





EXPERIENCED RETAIL LUMBERMAN 


Large, progressive Florida firm wants to em- 
ploy an experienced Retail Lumberman who is 
familiar with construction and can list quan- 
tities from plans and make estimates. Prefer 
all around man who is familiar with Hardware 
and Paint and who has some knowledge of 
Millwork. No liquor. A good job with a good 
future for high class man. Address S-23, Amer- 
ican Lumberman. 





Experienced cabinet or store fixture man; ex- 
perienced sash and door machine man; mill- 
work detail-biller; estimator, good pay; long 
established firm. McPhillips Manufacturing 
Company, Mobile, Alabama. 





WANTED: Male help by large woodworking 
plant located Hagerstown, Maryland, hard- 
wood lumber inspectors, lumber stackers, 
and man to take charge of Moulding Divi- 
sion capable of setting up and keeping up 
arene: Reply Box 191, Hagerstown, Mary- 
and. 





Wanted—Detailer and Biller 
Detailer and Biller on School and Residence 
work. Prefer man that can do some estimat- 
ing. but not essential. Location in Texas, 
west of Fort Worth. Population 40,000. Pre- 
fer man of middle age Address T-24, Ameri- 
can Lumberman. 





ARCHITECT 


Progressive Florida Lumber and Building Ma- 
terial Company wants to employ Graduate 
Architect or experienced Architectural Draits- 
man to design Small Homes and other Build- 
ings. Address T-26, American Lumberman. 





HELP WANTED 


WANTED—Planing Mill Machine Man with 
resaw experience. Permanent position. May 
Lumber Company, 1201 Brighton Road, Pitts. 
burgh 12, Pa. 











WANTED: pe tage | young man to train in 
wholesale lumber office for executive and 
sales position. Prefer bookkeeping, i 
and accounting background. D. k. Bike 
ber Co., Akron, Indiana. 


WANTED: SIDELINE SALESMEN 
Established manufacturer of recognized ond 
guaranteed line of waterproofing products of. 
fers profitable My oye for energetic sales- 
men calling on dealer trade. State territcry 

ou cover, experience, reliability. Address 
37, c/o AMERICAN LUMBERMAN. 


Yping 
Lum- 








WANTED: Men to call on mills in southem 
states to buy and ship yellow pine in dimen- 
sion, flooring, siding, etc., on cash basis, 
State experience and salary required first 
letter. Address T-37, American Lumberman. 


EXPERIENCED RETAIL LUMBERMAN 


Large, progressive Florida firm wants to em- 
loy an experienced Retail Lumberman who is 
amiliar with construction and can list quan- 
tities from plans and make estimates. Prefer 
all-around man who is familiar with Hard. 
ware and Paint and who has some knowledge 
of Millwork. No liquor. A good job with a 
ood future for high class man. Address T-25, 
merican Lumberman. 








Assistant planing mill foreman who can as- 
sume full charge. Must know how to grind 
saws, repair and set machines. Permanent. 
Chicago. Give experience, age, salary de- 
sired. Address Box T-28, American Lumber- 
man. 





ASSISTANT MILLWORK ESTIMATOR 


Young man with experience figuring Sash 
and Doors and with ability to list millwork 
from plans. State age, experience. salary 
expected and how soon you would be avail- 
able. THE HALLACK & HOWARD LUMBER 
.. P. O. BOX 299, DENVER, COLO. 





Wanted: Experienced hardwood inspector of 
Northeastern hardwoods for Eastern hard- 
wood distribution yard. Address T-32, Ameri- 
can Lumberman. 





WANTED: Men to contact mills in Pennsyl- 
vania, Ohio, Kentucky, Tennessee, West Vir- 
inia, Virginia, Maryland, North Carolina. to 
uy railroad material, cross ties, grade 
lumber. Good proposition for right parties. 
State age, experience, salary and territory 
wanted. Address T-36, American Lumber- 
man. 


WANTED: Large retcil lumber organization 
doing million dollar volume of business an- 
nually in a city of 120,000 wants high grade 
manager. Must have the following qualifi- 
cations: Well educated, college education 
preferred; thorough knowledge of lumber, 
millwork and mason supplies, must be sales 
conscious and have —n, to originate and 
execute sales programs. hose lacking any 
of the above qualifications need not apply. 
Address T-39, American Lumberman. 





WANTED: By Band Hardwood Mill in Lou- 
isiana, experienced superintendent. Good 
opportunity for energetic, efficient person 
who can bring with him competent assistants, 
such as sawyer, derrick man and filer. Party 
will be in charge of all operations except 
selling. Address T-42, American Lumberman. 





WANTED: Band saw filer for 6’ band mill 
Madisonville. Kentucky. Stimson Lumber 
Company. Owensboro, Kentucky. 





WANTED: Superintendent for large retail 
yard. Must be capable of handling men and 
take full charge of yard performance. Must 
be an experienced lumberman. State quali- 
fications and experience. J. G. ROY LUMBER 
CO., Chicopee, Mass. 


SITUATIONS WANTED ; 











— 
— 





Highest type millwork executive experienced 
all departments, including retail lumber, 
seeks position as manager, asistant or man- 
— position, manufacturing jobbing oF 
wholesaling. Address R-49, American Lum- 
berman. 


— 





Administrative accountant, auditor, controller 
experienced in all phases of lumber account: 
ing. Interested only in executive position. 
Address S-58 American Lumberman. 
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